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--that you read about the campaign to banish ‘business 
headaches”’ of building material dealers, now being 
conducted by the American Lumberman 


sp Fy 


L>* 
a hogs 





2 





LUMBER seeuce-rn 


Winton Mills Are Modernly Equipped 


Here is your protection when you buy from Winton: The quality that 
goes with choice selected timber, modern mills and advanced methods 
Winton mills have scientific kiln-drying and up-to- 









You Can’t 
Beat it... 


of manufacture. 
the-minute precision machines. 
rnasters of their trade. 
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All Winton workers are proficient 


Through thoroughness of method, quality ot 
production and integrity of dealing, this business has grown to its present 
large proportions. 


There's real satisfaction in depending on Winton for all 


your softwood lumber—Idaho White Pine, Ponderosa Pine, Sugar Pine, West- 


ern White Spruce, Douglas Fir, Westen Hemlock, Red Cedar Siding and 


WHITE PINE MILLS: Winton Lum- 
ber Co., Gibbs, Idaho. 


Shingles. 


SPRUCE MILLS: The Pas Lumber 
Co., Ltd., The Pas, Manitoba and 
Reserve, Sask. 


needs. 


PONDEROSA PINE MILLS: Somers 
Lumber Co., Somers, Mont.—Craig 
Mountain Lumber Co., Winchester, 
Idaho. 


This 54-year-old organization has a thorough understanding of lumber-buyers’ 
Why not make full use of Winton’s dependable service? 


WINTON LUMBER SALES CO. 





FOSHAY TOWER... MINNEAPOLIS 





Suppose You 
to a Customer-- 


“These sash and doors are treated to re- 
and 


duce SWELLING, 
WARPING. 


SHRINKING 


“They are also treated to prevent ROT and 
DECAY. And TERMITES will not come 


near them.” 


Wouldn't they sell better than ordinary millwork? 
Well, friend. that’s what you can say if you buy 
millwork treated with PAR-TOX WR. It is the scien- 
tific, water-resistant, wood toxic that is approved by 
leading authorities. And your Mill will use it if you 
ask them to. The extra cost is little or nothing—but 
the extra sales value is tremendous. 


ARIOR 


REG. US PAT. OFF. 


REPRESENTATIVES: 


F. A. Weaver, 9711 Lamont Ave., Cleveland 
C. B. Gordon, 516 Devonshire Rd., Walkerville, Ont. 
H. W. Ecker, 1301 E. Broward, Ft. Lauderdale, Fla. 


IRA PARKER & SONS C0. 


Serving the Sash and 
Door Industry for 75 
years. 


OSHKOSH, WISCONSIN 


Could Say 

























Whitehall Lumber 
Co., Columbus, O., 
Furnished “Topco” 
Frames for this 
Modern Little 
Home — Again 
Proving that Mod- 
est Homes CAN 
Afford Finest 
Home Advantages 
otf “Topeo’s” Ex- 
clusive Features, 


Proven 


“Topco” Overhead Pulley 
It’s Exclusive(patented) 
Features Like These-- 


that are helping Malta deal- 
2rs put ‘‘Topco’’ Frames into 
sO many new homes: (1) 
Overhead Housed Pulley; 
(2) Three-point Jamb 
Clamp, for water-tight sills; 
(3) Mull Center Clamp; (4) 
Three Width Jamb. They 
make it easier and more 
profitable to sell. And cost 
owners less per year of 
service. 


Reasons Why “Topco” Frames 4 
Are The Most Economical Buy § 
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The Mark of 

In addition to the Overhead Top Quality 
Pulley and other regular (pat- Frames— 
Since (90! 


ented) features, “Topco” Wing- 
flex Weatherstripped Units provide these 
advantages: 


(1) Permanent protection, as contact is 
constant—regardless of sash expansion or 
contraction; (2) no extra machinery needed 
for installation; (3) sash not locked in 
frame—easily removed; (4) less labor to in- 
stall; (5) sash operates smoothly, with min- 
imum effort; (6) “laboratory” tests show 2/, 
saving over average weatherstripped win- 
dow, with 15-miles per hour air velocity; 
(7) savings up to $75 per room, in 20 years, 
on heat bills alone. 

One order will make you and your customer 
life-long BOOSTERS of Malta “Topco” 
Frames. Write NOW for new Catalog A-2. 


The MALTA MFG. CO. 
MALTA, OHIO 
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Amertcan{iunb 


Consolidation in 1899 of the Northwestern Lumberman and Timberman 
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TUNE IN! 
LISTEN TO 
“DESIGN FOR HAPPINESS” 


75 CBS STATIONS 
COAST TO COAST 


See your local paper for 
time and station. 





Dealer 
ymber 
ape ys this stg" 


ON THE AIR AND 
IN NATIONAL MAGAZINES WE’RE SAYING~ 


@ In an imposing list of national magazines and over a coast- \ 

to-coast network of the Columbia Broadcasting System, 4 
Libbey-Owens:Ford is selling storm sash and hammering home 'Z Y 4 
the a YOUR LUMBER DEALER. Tie in with this "Z,j IZ 
great advertising and merchandising campaign; make these 

prospects your ete get this profitable business this | Z| 

year, don’t wait any longer. If you haven’t received your kit, 


see your jobber and sign up now. But you'll have to hurry— 
it’s getting late. Libbey-Owens:Ford Glass Company,Toledo,O. 


Fd LIBBEY-OWENS-FORD QUALITY GLASS 
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This Country of Ours 





A PAGE OR TWO OF OUTLOOK AND OPINION “_. 


MERICANS, we believe, under- 
stand Americans better than for- 
eigners do. We're practically 

bigoted on that point. 

Correspondents in Europe and Asia 
are telling us about semi-official for- 
eign press comments on the recent 
election. Under different circum- 
stances these comments would be very 
funny. 

Some of our foreign neighbors who 
don’t like us too well are saying the 
United States is so divided over par- 
ties, classes and ideas that the country 
is at the edge of revolution or at least 
is sunk in a paralysis of national will. 
Events of the campaign, they say, 
prove these things. 

Phooie, foreign neighbors! 

In part, you know better; but of 
course you don’t want your people to 
know how Americans do their political 
chores. There are some free spirits in 
your countries, too; quite a lot of 
them. You don’t like that; hence the 
smother of propaganda and the smell 
of concentration camps about your 
own so-called national unity. Your 
press stories about America are rather 
transparent in their purpose to deceive 
the folks at home. But in so far as 
you, the leaders, believe these stories, 
they are a measure of your ignorance 
about the way free men make up the 
national mind. 


.. +2 
Strength Inu Unity 

Any American knows that a polit- 
ical party in this country is itself a 
triumph of agreement, willing compro- 
mise and free accommodation. When 
you miss that one, foreign neighbors, 
you give your case away. Unity within 
a party is something that has to be 
worked for and fixed up. Democrats 
in New York and Democrats in Ala- 
bama start the election year with the 
party name in common, but otherwise 
with differences in opinion and pur- 
pose. The Republican party of North 
Dakota and the Republican party of 
Delaware lack much of being identical 


twins. Hundreds, even thousands, of 
ideas and suggestions get dumped onto 


the table. Some are accepted, more 
are remodeled, and still more get 
pushed into the waste basket. The 
authors of the waste-basket contingent 
put up some roars, but they dress 
ranks and go along. A group of can- 
didates battle each other like a riot for 
the party’s nomination; but it isn’t a 
riot; and as soon as the convention is 
over the losers turn in to help the 
nominee get elected. A party’s pre- 
convention rumpus turns out to be 
big-time stuff in free agreement; and 
when the parties are united, much 
more’ than half the business of na- 
tional political unity is done. What 
remains, centering about the election, 
may seem fairly hot. But the job of 
uniting the nation is pretty much just 
more of the labor that united each 
party. 

In upwards of forty presidential 
elections, only one failed to complete 
the job of working out a national unity 
of the American kind. That was the 
election of 1860; and the division at 
that time was over domestic and not 
foreign issues. 


a 
Ne “Liquidation” 

What you don’t get, foreign neigh- 
bors, is that winning an election in the 
United States never gives the success- 
ful party the right to “liquidate” the 
losers. It is never interpreted in that 
way. Minority leaders continue to be 
minority leaders unless the minority 
itself changes to others. Minority 
party members are not asked to give 
up their ideas and convictions. The 
majority party holds ‘the offices and 
starts out along its own lines. But 
even this partisan administration is 
never followed in a ruthless, whole- 
hog way. Theory and practice are both 
against it. 

The theory of free government is 
that the vast majority of citizens are 
for the welfare of the country and 
that their ideas are worthy of respect 
and consideration. These ideas are 
likely to get even more careful study 
after the election than before. It hap- 
pens over and over that a party which 


can’t put its purposes into effect by 


. winning the election gets them adopted, 


at least in a modified form, after the 
election through the co-operation of 
the successful party. It is said that the 
elder Senator LaFollette, during his 
long career in congress, introduced 
more than thirty bills carrying major 
changes in public policy. He suc- 
ceeded in getting only a few passed in 
the form which he proposed. But he 
lived to see all but two or three 
adopted and enacted into law by the 
opposition. 

The practice of free government is 
that the losing party yields the offices 
but keeps the right to persuade the 
public to its way of thinking. An in- 
telligent majority isn’t going to be 
arrogant and high-handed with the 
convictions of the minority. Those 
convictions might turn out to be good. 
Better make sure; and, if they are 
good, better put them into effect as 
majority measures. Cracking down on 
the minority, just because it is the 
minority, is likely to turn it into a 
majority. 

So, foreign neighbors, don’t count 
on revolutions in a free country. Revo- 
lutions occur when a minority is polit- 
ically gagged and handcuffed; with no 
chance to work for its ideas except 
behind barricades and with guns and 
bombs. That doesn’t happen here. 


* * * 


Strong Middle Class 


One of the highly important things 
to be remembered and worked for, in 
these days of world revolution, is the 
maintenance of a strong and healthy 
American middle class. Middle-class 
men, as individuals, are not more im- 
portant than anyone else. But a free 
society works best when there is a 
strong middle group. This group is a 
balance between those at one extreme 
and those at the other. The middle 


class should and generally does under- 
stand the problems of laboring men; 
for the middle class is a working class, 
working in its own shops and at its 
own professions. As owners of prop- 








erty, the middie class understands the 
functions of property and the human 
rights involved in it. 

Whether or not it was planned that 
way, the rise of totalitarianism is 
matched with the abatement or even 
the destruction of middle-class  so- 
ciety. We have been told, whether 
truly or not can’t be proved, that Mr. 
Hitler, looking toward the long future, 
worries over the disappearance of Ger- 
man middle classes. His industrial 
and even his military strength were 
developed by middle-class Germany, 
under capitalism. Technical skill, cre- 
ation of surplus wealth, stability of so- 
ciety, full utilization of the gifts and 
capacity of individuals, all these things 
and plenty of others appeared in the 
middle-class days of the Reich. These 
things are being ruthlessly used up 
under totalitarianism; a case of killing 
the goose that laid the golden eggs. 
Totalitarianism is a military technique 
and not a way of life; and when the 
military efforts come to an end win, 
lose or draw, it is not clear to German 
leaders how they can repair these 
heavy damages. 


Keep On Building 


In our own way, we lumbermen are 
builders of the American middle class. 
It just happens that way. Of course 
we are willing to sell our stock for any 
honest purpose to any customer who 
is willing and able to buy. But prob- 
ably the most important of our widely 
spread sources of trade is the sale of 
houses, barns and the like to middle- 
class customers for the special pur- 
poses that serve and build up this 
class. Events make it our special op- 
portunity and responsibility. 

The approaching convention season 
ought to be and we think will be the 
most important since the previous war. 
This department looks forward with 
the liveliest interest to hearing the in- 
dustry’s specialists outline methods of 
doing business in revolutionary times. 
But of one thing we can be sure, even 
before these industrial engineers tell 
us about methods; that our industry 
is of high social importance. Even if 
we didn’t want to make livings, and of 
course all of us do, our work, done in 
the right way, always adds to the sta- 














HOW THANKSGIVING DAY BEGAN 


To recall the circumstances of the first “Day of Thanksgiving” may 
serve to remind us of how much more we have to be thankful for 
than had those early Pilgrims. William Bradford, Governor of 
Plymouth Colony from 1621 to 1657, in his history tells us that of 
the one-hundred and two emigrants that landed on the bleak and 
rocky coast of Cape Cod Bay in the winter of 1620, almost half died 
before the following winter had fairly set in. Today, in our com- 
fortable homes, we cannot even imagine the sufferings of the sur- 
vivors, both from destitution and the inclement weather, which they 
were not prepared, either as to clothing or habitations, to withstand. 
Most of these brave people were not inured to hardships; among 
them were delicately nurtured men and women. They staked and 
laid out two rows of huts for the nineteen families that composed the 
colony; but within the first year they had to make seven times more 
graves for the dead than houses for the living. Notwithstanding all 
their trials and hardships, these founders of a great and glorious 
country felt that they had so much to be thankful for that they were 
constrained to appoint “an especial day on which to give thanks for 
all their mercies.” So they agreed among themselves that, since their 
prudence and forethought had been so wonderfully blessed of God, 
they would send out four men to hunt game, that they might rejoice 
together in a special manner after the fruit of their labors had been 
gathered. According to the historian, barley and Indian corn were 
their only crops; “the pease were not worth gathering; for, as we 
feared, they were too late sown.” This was under the good Gover- 
nor Bradford. The four men who went hunting brought in as much 
game as would serve the company for a week. The occupations of 
the day included practice with their weapons, to be ready against 
sudden attacks. Massasoit, a friendly Indian chief, and ninety of 
his men, came to visit them, and for three days they were entertained 
and feasted by the colonists, the Indians killing and bringing to the 
feast five deer. This, in 1621, was the beginning of Thanksgiving 
Day in America. 
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bility and strength of the country. It 
gets right down to individual citizens 
and helps them get a stake in the na- 
tion’s long-range purposes and in the 
the nation’s diffused wealth. Don’t let 
any one tell you that all building ought 
to stop so that the national strength 
can be conserved. You're building 
national strength for the long future 
while you’re managing your regular 
business. 

All retailers are worried over 
changes that may be forced into their 
business by the rapid mobilization of 
events none of us wanted to see ap- 
pear. We can’t change these things. 
But it is clear that, whatever changes 
in methods may be necessary, our spe- 
cial interest and our social duty point 
in the same direction. Every time a 
new customer is able to build and own 
a house, there is another unit added 
to the middle-class strength and stabil- 
ity. That points out not how, but 
what, we ought to try to do. 


*k KX 


Gnee Criticism 


In the anxiety for a united front in 
foreign affairs, where after all the two 
major parties hold substantially the 
same ideas, it would be a sad mistake 
for the Democrats to ask or for the 
Republicans to grant a moratorium of 
political criticism and opposition. All 
that can be asked and all that should 
be granted is that criticism and oppo- 
sition be earnestly thoughtful, con- 
vinced and sincere. Given this con- 
vinced sincerity, no punches should 
be pulled. It’s the American way of 
creating free public policies. Foreign 
neighbors may not understand. Amer- 
icans do. 


Gateful Hour 


OpporTUNITIES do not come with 
their values stamped upon them. 
Every one must be challenged. A day 
dawns, quite like other days; in it a 
single hour comes, quite like other 
hours; but in that day and in that hour 
the chance of a lifetime faces us. To 
face every opportunity of life thought- 
fully and ask its meaning bravely and 
earnestly, is the only way to meet the 
supreme opportunities when they 
come, whether open-faced or disguised. 
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WHAT'S YOUR HEADACHE? 
Let’s Get At the Dealer’s Problems! 


The AMERICAN LUMBERMAN is launching a far-reaching campaign intended to uncover, 
discuss and solve—insofar as they are solvable—those problems, large and small, that stand 
between you and the realization of larger profits, greater efficiency, and wider satisfaction 


from your business in 


1941 and Ensuing Years 


A difficult task, you say? Yes, but one to which we bring these, and other, resources: 


|. The best ability and effort of a strong 
editorial staff, including experts in retail yard 
operation, management, and merchandising. 


2. A consulting staff of specialists upon 
whom we shall call for advice concerning their 
various fields. 


3. Field interviews, by our traveling editors, 
with dealers notable for their successful 
methods. 


4. Constant correspondence with dealers the 


country over, to ascertain and discuss the 
latest developments in their trade areas. 


5. Finally, we shall enlist the composite 
knowledge and experience of our thousands of 
readers, by offering liberal cash prizes for best 
solutions of "headache" business problems, to 
be published from time to time in the pages of 
the AMERICAN LUMBERMAN. Watch for 
advance announcement of conditions govern- 
ing this contest, to appear in issue of Nov. 30, 


1940. 


A GIFT FOR YOUR HEADACHE! 


In the meantime, send in your "Headaches" —that is, the things concerning your business 
that are bothering you, and which the advice and experiences of others might solve. Every 
sender of a "Headache" will receive, in acknowledgment, a beautiful automatic pencil—of 


real value—one that you'll be proud to own. 


Watch For Details of ‘(Headache Contest,’’ With 


Liberal CASH Prizes, to Appear in Nov. 30 Issue 


Address all correspondence to: CONTEST EDITOR, American Lumberman, 431! S. Dearborn St., Chicago 




















Defense Program 
Arrives in 


Elizabethtown 


For those who haven’t yet been 
activated by the defense program, 
here’s a preview of what happens. 

You’re called out of bed at six in 
the morning to answer an insistent, 
clanging phone. 

“Hello!” exclaims a hurried voice. 
“Are you the lumber dealer?” 

“Yes”—cautiously. 

“T got a lot at Umpteen street and 
Crow Lane Drive. I want a set of 
plans.” 

“Ummm—fine. Can you see me at 
the office sometime this morning ?” 

“Sure! I’ll be there in five minutes. 
G’bye!”’ 

In Elizabethtown, that deal was 
closed in 24 hours, and Kentucky lum- 
ber dealer, T. A. Peak of the T. A. 
Peak Lumber Co., had delivered the 
tracings, plans, specifications and all. 

Practically everybody at all inter- 
ested, is ready to close on delivery of 
plans and specifications. But that’s not 
all. Mr. Peak had the experience of 
renting one house while he was stak- 
ing out the ground; an apartment in a 
duplex, built for investment by two 
highway engineers, was rented by two 
officers before the building was com- 
pleted; a “for rent” sign was put up 
in one house and almost immediately 
two cars driven by officers’ wives 
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wheeled into the curb. Both women 
popped out of their cars and raced 
across the lawn in an effort to get 
there first. It turned out to be a “dead 
heat” and no one knows what the 
owner did to break the tie. 

Going through the town and out to 
the sites of activity, Mr. Peak would 
point to a house, the grounds still un- 
graded, “Moved in last Saturday,” 
he’d remark. Or, “Moved in a month 
ago,” or “a week ago.” Pointing to 
an excavation, he said, “Rented by a 
captain ;” pointing to an unfinished 
house, “Built for a home—plumber.” 

The cause of all this activity centers 
in Fort Knox, only a few miles away, 
where it is said the government plans 
to create the largest training camp in 
the country. The government isn’t 
building for officers now, only barracks 
for enlisted men. Therefore, the officers 
have to find homes elsewhere for 
themselves and their families, and 





The duplex at lower left, built for invest- 
ment, was already rented to two army 
officers although not ready for occu- 
pancy. Lower right: increased business 
produced this "better home." Above: 
example of homes being built for fami- 
lies forced to move by camp expansion 
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Elizabethtown is one of the places re- 
ceiving an impetus from this necessity. 
But that isn’t all. 

The men who are building the bar- 
racks for the camp have to live some- 
where, too, and some of them have 
found their way to Elizabethtown. 
Furthermore, the expansion has been 
given a steadying influence due to the 
fact that the government plans to buy 
52,000 additional acres for the camp, 
thus dislodging 1,200 families who 
will have to be re-housed. This par- 
ticular activity, however, works two 
ways. 

Mr. Peak had a prospect for a 
house, in fact had the plans drawn 
and specifications delivered, when the 
deal fell through because the lot hap- 
pened to be within the acreage the 
government decided to take over. 
Some people, therefore, who had 
planned to build are deferring the 
action. On the other hand, a number 
of the 1,200 families who have to move 
will find their way into Elizabethtown. 
And the government is paying cash to 
these people. 

In fact, unusual as it may seem, 
some of the houses already built in 
Elizabethtown have been paid for in 
cash. 

Briefly, there are three kinds of 
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house building customers in Elizabeth- 
town: Those who have made more 
money in business because of the in- 
creased population, and therefore want 
a home of their own, or a better home; 
those who are building houses, and 
duplexes for rental to officers and 
workers, and those who are building 
houses to sell to families who are be- 
ing forced to move from government 
property. 

Elizabethtown, Ky., has been a 
town of about 2,700 population, but 
in the next few years, it is believed, 
it will steadily grow until it has more 
than tripled its population. In the 





A three-room-and- 
bath apartment 
created in the rear 
of this home rents 
for $50 a month 





first place it will take the government 
two or three years to add all of the 
52,000 acres to the military reserva- 
tion, and the movement of families, 
therefore, will be gradual. In the sec- 
ond place, people in Elizabethtown 
look upon the growth of the camp as 
a relatively permanent thing. They 
believe that large bodies of troops will 
continue to be rotated through the 
camp for years to come. Therefore, 
although three rooms and a bath now 
rent for as high as $50 a month in 
some places, when the town finally 
reaches its new level, prices will come 
down, but the new normal population 


will remain at a much higher figure. 
They believe they are building for a 
permanent growth. 

To promote this growth four civic 
minded organizations are actively 
working. The Rotary Club, the Busi- 
ness Men’s Club, the Women’s Club, 
and the City Council are doing all 
they can for their town and county. 
Incidentally, Elizabethtown and _ the 
county in which it is located are both 
free of debt. The city is working hard 
now to put in water, sewers and elec- 
tricity for the new real estate develop- 
ments, and the gas franchise has been 
signed. 

In the midst of this activity the 
T. A. Peak Lumber Co. is getting its 
share of business, with T. A. Peak, 
head of the company, and C. A. 
Diecks, secretary, working at top 
speed. Mr. Peak reports that it is dif- 
ficult to get sufficient shipments of 
lumber, but as for many years this 
company has been doing its own build- 
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ing, except for the plumbing and wir-- 


ing, it is in a good position to handle 
the business now coming its way. 

Definitely, in Elizabethtown, Ky., 
the effect of the defense program has 
arrived. 





Defense Centers 


Defense Housing Projects Approved for 
Army 
No. of Occu- 
Units pancy 
Fort McClellan, Anniston, Ala. 50; Army 
Maxwell Field, Montgomery, 


Station 


Pee Se eres | 200; Army 
Fort Huachuca, Fort Hua- 

GRUGR, BITE... oiic ce caieces . 30; Army 
Municipal Airport, Tucson, 

WS, acs <0 episcdinceeescuens 150; Army 


Benicia Arsenal, Benicia, Calif. 50; Civilian 
Fort Ord, Fort Ord, Calif....100; Civilian 

450; Army 
Municipal Airport, Fresno, Cal.150; Army 
March Field, Riverside, Calif..150; Army 
Hamilton Field, San Rafael, 


ra era rere Sra 175; Army 
Municipal Airport, Stockton, 
MINE G6 Sicecislecrckin mamona sine 150; Army 


Moffett Field, Sunnyvale, Calif.150; Army 
Fort Logan, Denver, Colo..... 50; Army 
Lowry Field, Lowry, Colo..... 125; Army 
I Dupont, Delaware City, 


EE ee eee re apes 40; Army 
Municipal Airport, Orlando, 

BPRS.” RAS DE TLS Re esis wale 100; Army 
Municipal Airport, Tallahas- 

RS i Fa cocina oe a ere 100; Army 
MacDill Field, Tampa, Fla.....300; Army 
Municipal Airport, West Palm 

po a a ree 300; Army 
_— Airport, Augusta, 

Gs .. 506.556. Bi BATH ee He he oe 125; Army 


Fort feonion. Columbus, Ga...350; Army 
Fort Ogelthorpe, Rossville, Ga. 50; Army 
Municipal Airport, Savannah, 

ROMs Pion emhat Gare Sarare de terete al totere 325; Army 


Where Activity Can Be Expected 


Scott Field, Belleville, Ill...... 100; Army 
Municipal Airport, Boise, Ida..100; Army 
Chanute Field, Rantoul, Ill....200; Army 


Savanna Proving Ground, Sa- 
WING SEED: oo Siang Fore e ee ae 200; Civilian 


Fort Benjamin Harrison, Law- 
POUNCE. SUS. nis 6 no Os Soreness aoe 35; Army 


7th Corps Area Training Cen- 
ter, Cory@on, TOW. 2.000. 250; Army 


7th Corps Area Training Cen- 
ter, Leon, Towa@........cecees 250; Army 


Fort Riley, Fort Riley, Kan...125; Army 


Fort Knox, Fort Knox, Ky....600; Army 
100; Civilian 


Municipal Airport, Bangor, Me.150; Army 


Aberdeen Proving Ground, 
RUSTROOR, THE..6. 6s0 Siete ses 500; Civilian 
Holabird QM Depot, Baltimore, 
NG sé cleats, grave witb leAnlabteimneienw orient 100; Army 
Edgewood Arsenal, Edgewood, 
Ae See ae oe 500; Army 
Fort George G. Meade, Oden- 
WOM TG. 8.5.0 SicaaccRewantenes 30; Army 
Fort Devens, Fort Devens, 
MS cic Sa Osv'n ds) oe oa see 300; Army 
Westover Field, Chicopee, 
EE ee RY eee 200; Army 
Fort Custer, Battle Creek, 
IN calle Dinu: ong sch: s acad te eat eee 250; Army 
Selfridge Field, Mt. Clemens, 
MS a Ai Bo had ean aba aloes 130; Army ' 
we Airport, Jackson, 
saison eee ate wie ere whe sie 50; Army 
Fort an Wort. is, H.. TF... .6605 100; Army 
~— Monmouth, Long Branch, 
Ste alte 0; eibnd bile 478 ooeus, ecm eater 50; Army 


475; Civilian 
Municipal Airport, Albuquer- 
oe, a ee eer nee 100; Army 
Fort H. G. Wright, Fishers Is. 


WRN TE. Bans. o civeteeach avs 20; Army 


Mitchel Field, Hempstead, L. L., 
he acces eee hia Se eres 200; Army 


Fort Bragg, Fayetteville, N. C..550; Army 
Fort Sill, Fort Sill, Okla...... 150; Army 
Fort Jackson, Columbia, S. C..200; Army 
og Meade, Fort Meade, 


2 pee Regt ye Cee EN rE ee 50; Army 
Fort Bliss, El Paso, Tex.......200; Army 
Fort Clark, Fort Clark, Tex... 50; Army 


Ellington Field, Houston, Tex.200; Army 
Advanced Flying School, San 


BMBSIO, TOR. occ ee scviccccc 100; Army 
Brooks & Kelly Fields, Fort 

eae 200; Army 

Batt ANTONIS, TOR. ....0620%. 6s08 300; Army 
Fort Ethan Allen, Essex Junc- 

WE csc bwbe 5. selec nies eeu s 60; Army 
Arlington Cantonment, Arling- 

a ere ee re 35; Army 
Fort Eustis, Lee Hall, Va..... 25; Army 


Fort Story, Virginia Beach, Va. 50; Army 


—r Field, Langley Field, 
pe ale lowe abe nia ae ateeieik ie ae ere 350; Army 


sie “Monroe, Phoebus, Va . 90; Army 


Fort Lewis, Fort Lewis, Wash. 225; Army 
25; Civilian 


McChord Field, South Tacoma, 
Rr cose erates Bud -erecetents cies eee: See 150; Army 

Municipal Airport, Spokane, 
WG eb jenhiescwtsavsbue ete 200; Army 


Fort Kamehameha, and Hick- 

am Field, Island Oahu, 
PUNE 2 oto Sie Saistah soln d-ebo4 9h 250; Army 
300; Army 


Henry Barracks, Cayey....... 30; Army 
Fort Buchanan, San Juan..... 200; Army 
Borinquen Field, Aguadilla, 


PUeCUe Oe ws 5 settee 300; Army 


See Pages 56, 57 and 58 For Further Defense Program Lists and Business Possibilities 








Unless you have a large number of 
trucks in operation it is difficult to ob- 
tain from your own trucking experi- 
ence a set of figures that are accurate 
enough to use as a guide for future 
operations. While the small truck op- 
erator may believe that his problems 
are different from those of the large 
fleet operator, nevertheless, the large 
fleets do provide, in most cases, the 
only source of experience figures that 
may be used to gauge the costs of de- 
livery by truck. 

Edward Hines Lumber Co., Chi- 
cago, Ill., with its 110 motor units does 
provide figures against which the small 
fleet operator may check. 


87 Tractor-Trailer Units 


Of these motor units, 87 are tractors 
used to operate 150 trailers. Spare 
trailers are loaded while tractor-trailer 
units are making deliveries. Then each 
tractor brings back its empty trailer 
(or leaves its trailer at the unloading 
point), returning to pick up a loaded 
trailer. The whole point of using 
tractor-trailer units is to prevent idle 
time for the driver and to facilitate and 
speed up deliveries. Tractor-trailer 
units also prevent yard men from hav- 
ing to stand around waiting for a truck 
to come in to be loaded. 

Approximately 40 percent of this 
company’s trailers are roll-off trailers ; 
30 percent, semi-box trailers, and 30 
percent, flat trailers. 
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Leo Cuba, who has been with the 
company for about 15 years and who 
has been in charge of the truck garage 
and maintenance for over 8 years, 
keeps records on a mileage basis. All 
trucks are equipped with service clocks 
which record all movements and stops. 
These are checked daily and compared 
with the drivers’ daily reports. 


Lighter vs. Heavier Equipment 


From his records Mr. Cuba has 
found that lighter equipment rolls at 
cheaper cost. These 14 ton trucks run 
from 50 to 100 miles a day. For spe- 
cial runs up to 400 miles he uses 2% 
ton trucks. It is more economical on 
long hauls to use heavier trucks that 
carry larger loads even though lighter 
equipment rolls at less cost, because it 
costs more to run two light trucks than 
it does to run one heavy truck. 


When governors on the trucks are 
set at 35 miles per hour, he has found 
that accident, gasoline and mainte- 
nance expense has been reduced. A 
truck running at 35 miles per hour 
gets about 12 miles to a gallon, but a 
truck running 50 miles an hour gets 
about 10 miles to the gallon. 


Maintenance is all done in the eve- 
ning. Greasing is done by a night man, 
who also grinds valves, cleans spark 
plugs, etc. But if the engine has to be 
torn down, the truck is sent to the 
shop. Regular overhauling is given 
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Leo Cuba, checking out one of his 
Edward Hines Lumber Co. drivers. 
Mr. Cuba is responsible for 110 
trucks upon which he keeps rec- 
ords. In the article below he gives 
you some of his own experience 
figures against which you can 
check your own operations 


Oneration 


the truck at about 35,000 miles, al- 
though one truck went through 70,000 
miles without an overhauling or major 
repair of any kind. . 

In Mr. Cuba’s opinion the driver is 
chiefly responsible for wear on trucks. 
Traveling too much in first or second 
gear is the main trouble encountered, 
and this practice sends trucks early to 
the scrap heap. Traveling too long in 
first or second gear also uses up more 
gasoline. 


As a general rule, Edward Hines 
Lumber Co. trucks are traded in at 
70,000 miles. Some trucks, however, 
have had faulty engines and were 
turned in after 17,000 miles. 


Repainting and Routine 


Repainting of the trucks is handled 
by the repair department. Trucks are 
scheduled for repainting as they need 
it, which is approximately once a year. 


All gasoline is issued at the garage 
and the driver is not allowed to buy any 
gasoline except in an emergency. In 
the evening the truck drivers gas up, 
check oil, and store the truck. In the 
morning they are given 15 minutes to 
check water, clean windshields, check 
over truck, tools, etc., and leave. The 
trucks must be rolling at five minutes 
to seven, A. M. Edward Hines Lum- 
ber Co., has 30 trucks in the main gar- 
age, but the others in 21 retail yards are 
all under the same discipline. 
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The importance of efficient opera- 
tion in the success of a lumber yard 
today was a paramount thought in the 
mind of Walter A. Peacock, lumber 
dealer of Port Huron, Mich., when he 
decided to erect a new office and dis- 
play rooms. Consequently, the new 
building was designed to handle cus- 
tomers’ needs as efficiently and com- 
petently as possible, without neglect- 
ing the importance of appearance—as 
can be seen from the accompanying 
pictures. 

The opening was in celebration of 
his third year as a lumber dealer and 
also marks his entry and expansion 
into builders’ supplies. The original 
office was a small building occupied 
jointly with a contracting firm, and it 
was detached from the main shed and 
yards. Because of an increase in vol- 
ume, and also to maintain the order 
handling standards established, the 
new building became necessary. 

Located on one of the busiest cor- 
ners in the town, this office is handy 
for drive-in customers, and it is di- 
rectly connected with the sheds and 
centers the whole yard. The main 
office is completely paneled in knotty 
cedar and finished in rubbed effect 
varnish. An assortment of veneer sec- 
tions separated by metal moulding 
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Shown above at 
the left and the 
right are interior 
views of the new 
office. The many 
different kinds of 
lumber and trim 
that were used can 
be seen in these 
two pictures, espe- 
cially the view at 
the right which in- 
dicates many kinds 
of veneering. Di- 
rectly to the right, 
Mr. Peacock is 
shown seated at 


his desk. 








forms the order desk which faces the 
main entrance. The ceiling is made of 
16x32 inch insulation tile board to 
contrast with the cedar walls and trim 
which were: used. 

Mr. Peacock chose mahogany ve- 
neer for his private office, and trimmed 
it with a wide band of black walnut. 
The ceiling is of vari-colored tile board. 
The remaining small office and dis- 
play room is paneled in random width 
board and tempered hardboard sep- 
arated by cedar moulding. The rest 
room makes full use of tile board and 
metal moulding. 








Office Meets Customers’ Needs 
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The exterior walls are gloss white 
trimmed with rich Dutch blue, which 
is set off by neon signs with the com- 
pany name on them. Venetian blinds 
cover the windows and oak flooring 
has been used throughout the build- 
ing. 

Cedar display racks have been built 
for the paint and hardware displays, 
and additional racks are planned, as 
enough space has been set aside to 
accommodate expansion. 

Beside Mr. Peacock, who has been 
connected with the lumber business for 
20 years, there is the yard manager, 
Mr. Hill, who has been in the lumber 
business for a full half century, a book- 
keeper and one contact man. 





Left, an exterior view of the new office, 
also showing part of the shed. Because 
of its layout and location, on one of the 
busy corners of the town, this office is 
handy for drive-in customers 
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Thirty-one young men, members of 
a Barrington (Ill.) High School class 
in building trades, are constructing a 
six-room house. The class is in two 
sections or shifts which work under the 
direction of Charles H. Roselle, con- 
tractor, educator and teacher of the 
two-year course. Each section meets 
three hours a day, five days a week. 
Fourteen boys work mornings and 
seventeen come on the job each after- 
noon. Shovel leaning is taboo and 
group morale runs high. A spirit of 
teamwork prevails and a thrill of pride 
in worthwhile accomplishment is the 
driving force which stimulates an earn- 
est desire to acquire new  knowl- 
edge. Mr. Roselle feels that a number 
of his young workmen would have 
never continued their high school 
studies if their interest in learning had 
not been kindled by this practical train- 
ing which offers an opportunity to de- 
velop both manual and mental skills. 

Several Building Trades alumni who 
worked on a house built by the class 
in 1935-36 are now engaged in the con- 
struction business. A number of others, 
working on farms and in their own 
homes, report that their training in 
3uilding Trades aids them materially 
in making repairs and in general up- 
keep of the property. All of them have 
a working knowledge of building 
values and are prepared to make in- 
telligent choices when the occasion to 
consider their own dwelling place 
needs arises. 

The present project will be a two- 
story Cape Cod type house with six 
rooms and an attached garage. It will 
have a concrete basement, insulating 
sheathing, three-in-one commercial 
shingles and asbestos siding. The ac- 
companying floor plans and front ele- 
vation drawn by Barrington students 
indicate good planning judgment dem- 


Barrington office of The Shurtleff Co. 
which is supplying materials for the boy 
built house. 





onstrated by the young craftsmen. 
Closet space will be ample. Mr. Ro- 
selle, the instructor, estimates that the 
completed house, not including the lot, 
will be worth about $5,500. The total 
material bill, including plumbing, heat- 
ing and electrical equipment will come 
to approximately $3,400. 

Intricate construction problems 
caused by dormer windows etc. are 
being met and solved by the young 
builders. Landscaping and the installa- 
tion of sidewalks will also be accom- 
plished by the student group. Work- 
manship is of the highest quality. All 
joints are fitted perfectly, and no 
makeshift devices designed to compen- 
sate for faulty workmanship are in evi- 
dence. When, and if a mistake is made, 
said Mr. Roselle, the imperfect parts 
are removed and replaced with per- 
fectly shaped members. 

The building site was leased by the 
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High School Boys 
Learn Trades By 
Building House 


board of education at a low figure. 
Owner of the property is a local mo- 
tion picture projector operator, who is 
furnishing all materials and the labor 
of a skilled electrician, plumber and 
mason who will work with, and direct 
the boys in those phases of the under- 
taking. Upon completion the house 
and lot will be sold to the highest 
bidder if that bid covers all costs of 
labor and materials plus a thirty per- 
cent profit. If such a bid is not re- 
ceived the building will automatically 
become the property of the lot owner. 

Every effort is being made to com- 
plete the erection and roofing opera- 
tions before winter arrives. The house 
will be equipped for temporary class 
room study purposes and winter time 
Building Trades classes will be held 
there. Carpentry, plumbing, painting, 
masonry, house wiring, drafting etc. 
will be taught from textbooks, models 
and oral explanation when the 
weather becomes severe. The house 
should be complete by April 1, and will 
be opened for inspection at that time. 





| ~ BARRINGTONHIGH ScHooL 


j BuiLinc TRADES LABORATORY - 
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STOOP 


KITCHEN 
6-#X10°6" 


GARAGE, LIVING ROOM 
98x |S-0 


1150°%1 746" 


DINING ROOM 
6X 10-0" 
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FIRST FLOOR PLAN 
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BED ROOM 
ito" x ts+o" 


BED ROOM 
1'6 x 8'-O" 





SECOND FLOOR PLAN 


Top left: View of the high school project as it appeared under construction this fall. The flag flies each working day. 

Center right: Mr. Roselle (wearing hat) directs the boys as they work. Lower left: Barrington High School boys mixing 

concrete for retaining wall along driveway. Floor plans and the front elevation shown here were all drawn by student 

workmen. The sign board shown in the photo on page 42 faces the highway on which the house is located and informs 
passers-by of the nature and purpose of the undertaking 
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Cuts Lumber Shed in Two --- Moves 
It 78 Miles---Sets Up for Business 


“No need to abandon a retail lum- 
ber plant if there is something wrong 
with its location,” says Earl Q. Smith, 
manager of the Star Lumber Co. yard 
now at Elkhart, Kansas, formerly at 
Hardesty, Oklahoma, 78 miles away. 
“When we decided to leave Hardesty 
and establish ourselves at Elkhart, we 
considered that our plant was too good 
to leave, so we cut it in two pieces and 
took it with us.” 

The well built structure which 
houses under one roof a hardware 
store, a private office, spacious lumber 
bins, a warehouse, a cement storage 
room and a loading dock, is & feet 
long and 80 feet wide. Mr. Smith ap- 
proached the problem of moving the 
big shed 78 miles along the roads of 
Oklahoma and Kansas with as little 
trepidation as many people would ex- 
perience in contemplating the removal 
of a letter file. After obtaining the new 
site in Elkhart a concrete foundation 
was prepared. While this was curing 
and developing its ultimate strength, 
preparations were under way in Har- 
desty to cut the shed and load it for 
moving. 


Cuts Shed on Long Axis Off Center 


“The building was cut in_ two 
pieces,” said Mr. Smith, “along a line 
about five feet off the center of the 
driveway. It was necessary to cut it 
off center to allow the first section con- 
taining the lumber storage sheds to 
clear electric light and telephone wires 
along the route of travel. These clear- 
ances, of course, had been accurately 
surveyed before plans were made defi- 
nitely to move the plant. With the 
shed cut in two, each section was sol- 
idly braced before it was lifted on jacks 
for moving. The two sections were 
moved one at a time. 


“After being braced, the section to 
be moved was jacked up from the 
foundation with eight fifteen-ton jacks, 
and placed on two double wheel trail- 
ers, placed about 18 feet apart, and 
one-third of the distance from the rear 
of the building. The front was rested 
on a 3%%4-ton truck. The entire load 
was carried on twenty 9:75-inch tires. 
Two 12x12 skids, each 64 feet long, 


ran from the trailers to a large bolster 
on the rear of the truck. This offered 
solid girder support for the part of the 
shed suspended between the trailers 
and the truck. Balanced over the trail- 
ers were two more 12x12 skids, these 
50 feet long, to support that part of the 
shed extending behind the trailers. 
Each skid was stiffened with iron 
plates on both sides, making the total 
weight of all four skids about four 
tons. The bolster on the truck was a 


24x24 timber 18 feet long. On the 
first section it was necessary to build 


a chain tripod on the two rear corners 
to keep them from dragging. 

“A second heavy duty truck drove 
ahead of the load, and was used for 
turning corners, handling the skids, 
and performing other load adjustment 
operations while the section was in 
transit. 


One Slight Mishap on Move 


“Routes for the two sections varied 
somewhat. The first section, contain- 
ing the lumber bins, was 47 feet wide 
and quite bulky, and it was necessary 
to take that over a 78-mile route. The 


Left: Earl Q. Smith, manager, Star Lumber Co., Elkhart, Kan. 


second section, only 37 feet wide, was 
handled over 65 miles of road. Arriv- 
ing at Elkhart, each section was 
skidded into place with the jacks and 
lowered on its new foundation. 

“The building in its new location is 
undamaged by its long move, and only 
one mishap occurred during both trips. 
This happened while moving the first 
section, and was due to extremely 
muddy roads. The truck pulling the 
load struck a soft spot at a corner, and 
mired down to the truck frame. The 
second truck, however, attached a cable 





Above: First 
section entering Elkhart, Kan. after 78-mile trip. Below: Skidding both sections 
of shed onto new concrete foundations 


to the rear of the building, and 
winched both load and truck to solid 
ground.” 

The first section, 84 feet long and 43 
feet wide overall, contained lumber 
bins 16 feet deep and 62 feet long, and 
20 feet deep and 22 feet long; a ware- 
house 16 feet by 62 feet; a cement 
room 11 feet by 22 feet; and a four- 
foot loading dock extending the entire 
length. The second section, 84 feet 
long and 37 feet wide, contained a 
hardware store 71 feet by 48 feet; a 
private office 10 feet by 12 feet; and 
lumber bins 21 feet by 36 feet. 
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The architectural mode associated 
with the early Colonial days suggested 
an exterior design for the new air- 
conditioned office building of Giustina 
Brothers Lumber Co., Eugene, Ore. 
The facilities were constructed in an 
effort to keep abreast of new sales 
methods, said General Manager George 
Giustina. “The customer’s problem, has 
become the dealer’s problem,” he 
continued. “It is because we have rec- 
ognized the importance of pleasant, 
congenial surroundings in which pros- 
pective home builders can relax and 
discuss plans and costs that we have 
built the new building.” Tangible evi- 
dence supporting this statement is 
found in a group of private sales offices 
equipped with easy chairs and harmo- 
nious decorations. 

The building’s interior is designed 
to demonstrate various methods of 
using wood and wood composition to 
the best advantage for utility and ap- 
pearance. A new “selling by show- 
ing” idea is the basis of a special dem- 


onstration room in which furnishings 
and interior fittings will be changed 
periodically. At present it has floor- 
ing of short length oak, a sta-lite ceil- 
ing and full length paneling and 
moulding of natural finish fir. Furnish- 
ings are provided and changed by a 
local furniture dealer. 

Another unusual feature located in 
one of the private offices is a fully 
equipped, compact, kitchen unit com- 
pletely enclosed in a metal cabinei. 
Water, refrigeration, an electric range, 
dishes, utensils, etc., are all provided. 

The retail sales department, con- 
fined to the first floor, is prepared to 
aid the home builder in every phase 
of the planning, construction and fi- 
nancing of his venture. Wall surfaces 
of these rooms are insulating planks of 
random widths with mahogany wains- 
coting. The wholesale division of the 
business occupies the upper story. 

Two large lumber sheds have also 
been constructed recently as additions 
to the Giustina plant. Tentative plans 





Above: Exterior view of the Giustina yard. Right: Demonstration 
room described in text. Lower left: Section of wholesale department. 


Lower right: Waiting room for retail customers. 
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Oregon Yard 
Adopts Early 
Eastern 
Architecture 


for a new mill located near the office 
building have been announced. It will 
be a band saw mill with a six acre log 
pond and a daily capacity of 100,000 
feet of lumber. The mill should be 
completed by July, 1941. 
































Harry E. Gould, of 
Middletown, N. Y. 
Believes in Dis- 
plays That Help 
Customer Visualize 


Finished Job. 








Readers are interested in salesman- 
ship. We know, because we’ve asked 
dealers about it all over the country. 
They should be. Competition is tough ; 
at home and within trucking distance, 
and trucking distance is long. Retail- 
ers compete with other lumbermen, 
and with everybody else with goods 
to sell. Buying dollars are limited. A 
prospect has the choice of building a 
house, buying a car, taking a long va- 
cation, or letting his money slide in 
unplanned purchases. Some sales, of 
course, get up on their own power; 
not many, but some; even then it is 
salesmanship that sends him to one 
yard instead of another—advertising, 
yard reputation or just old habit built 
out of earlier salesmanship. 

We asked an old friend about it; 
and here’s part of his letter: “You 
can put the brand of ‘salesmanship’ 
on about every part of lumber retail- 
ing,” he says. “But most of the boys 
think of salesmanship as what they do 
after they’re holding the prospect by 
the coat button. It’s quickness on the 
feet in guessing what he thinks, head- 
ing him off deftly when he tries to run, 
knowing the right answers, making 
the right suggestions. Well, that’s im- 
portant; and many a dealer has fixed 
himself up a good bank rating without 
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OF THE 


RETAILER 


much except a commonplace yard, an 
average stock, and fast footwork in the 
clutch. But it’s not the whole story; 
especially now, when habits and hous- 
ing ideas are changing around so fast. 
You can leave out the national picture 
and a foreign world gone cockeyed, if 
you want to; but never think these 





things don’t echo in Gopher Prairie. 
They do. Right now, the preparedness 
program and the draft are changing a 
lot of minds, for or against building. 


Knowledge of Community 
Is First Need 


“In the community itself, as I see 
it, salesmanship falls into three rough 
divisions. First is knowing the kind 
of customers within reach; those the 
yard has reached, and those it hasn’t 
but might with the right kind of stuff. 
It’s funny how many dealers know 
everybody by name and yet know little 
about what does or does not make 
them buyers; needs, habits, income, 
racial background, fixed ideas. 

“T proved this on myself some years 





James Anderson, Goshen, N. Y., be- 

side one of the trucks that made his 

country business profitable. Note the 
telephone number 


ago when my yard seemed stuck on 
dead center. I spent a winter looking 
at the town and putting on paper what 
I found or guessed. I didn’t find much 
that I didn’t know anyway, but I found 
plenty I hadn’t taken seriously as a 
salesman. I uncovered several new 
outlets, and I’ll name a couple. 

“The town wasn’t building but did 
need more housing. There were a lot 
of big old houses; too big for one 
family and of little value for renting 
rooms. I bought one and turned it 
into apartments. It’s surprising what 
paint, some imagination in layout, a 
good heating system and first class 





Freight car entering the warehouse 
of H.E.Gould Co., Middletown, N. Y. 





plumbing will do for an old ruin. The 
speed with which I rented my apart- 
ments set other owners of white ele- 
phants going. And don’t think this 
checked new building. Quite the con- 
trary. I could name plenty of towns 
where this kind of salvage has set the 
stage for new houses. 

“My other line was little houses; 
better than mine-patch stuff but in- 
tended as shelter at minimum cost. I 
discovered it by taking a look at local 
low-paid industrial workers. Ours 
isn’t enough of an industrial town to 
make this a Social Problem with cap- 
ital letters; so everybody, including 
the workers, expected them to live in 
rented rooms back of the gas house. 
Everybody knows now that you can 
sell these people if you fix things up 
in the right way. I rather guessed out 
the lines of the later housing pro- 
grams, including monthly payments. 
Anyway, it worked. These and some 
other openings came of my work. 

“The second part of salesmanship is 
office and yard stuff, fixed up to fit the 
town’s people as buyers. If you know 
your people, you can make a fair guess 
what will click with them ; FHA, pack- 
age selling, sales displays, planning 
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New Yorker Uses Three 
Types of Salesmanship--Re- 


modeling Found at Top of 
Veteran Dealer's Selling List 


service, even right methods of contact 
selling. It’s no use putting services in 
unless you can see a real use for them. 
“The third part, of course, is selling 
in contact with the customer. I guess 
it can be learned, but it’s partly a gift. 
It’s practical imagination at work.” 


Middletown (N. Y.) Yard Has 
Displays That Sell 


The Realm presents briefly an il- 
lustration of the salesmanship of yard 
and service organization ; although the 
yard in question also illustrates the 
other two. The H. D. Gould Co. is 
located in Middletown, N. Y., in the 
lower counties of the State. H. D. 
Gould was president of the North- 
eastern association some twenty years 
ago, and he has been retailing building 





Glass-block window in Briggs office 





materials in Middletown for more 
years than that. 

The Gould company saw_ the 
changes coming in merchandising a 
long time ago. It is still seeing these 
changes coming and keeps up with 
them; new designs, new housing 
equipment, new ways of building and 
financing, new engineering demands, 
all of which must be kept within rea- 
sonable cost limits. The company has 
long had its own planning depart- 
ment, capable of producing tailor- 
made plans and of altering and adapt- 
ing stock plans. It decided years ago 
that one necessary factor of selling is 
that of helping the customer see what 
his house and its details will look like; 
so it has a show room to display fin- 
ishes, cabinet work and details of 
construction. 

One display, characteristic of the 
policy going into all displays, is a floor, 
laid in large panels. These panels are 
each surrounded with a border upon 
which is neatly lettered the name and 
grade of the flooring. Buyers see the 


materials as a floor, just as they'll be . 
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seen in the house; finished and waxed 
or varnished. The company decided 
some time ago that kitchens are a spe- 
cial item; useful in helping sell new 
houses and useful also as remodeling 
items. It handles the Morgan line and 
uses the Morgan sales methods ; chose 
this line not only because it is a fine 
line but because standard and special 
items can be gotten quickly from area 
warehouses. Flooring stock is kept in 
what is said to be one of the best floor- 
ing rooms in the East. 





“We designed this yard,” Mr. 
Gould said, “not only to use displays 
and selling helps but to reduce hand 
labor to a minimum. For example, 
we can run railroad cars into the 
warehouse, and we make rather in- 
genious use of gravity rolls. We follow 
a fairly complete plan of retail service ; 
as complete as local conditions war- 
rant. 

“This is useful and 
necessary but it brings 
us some problems in 
selling that were not 





Profitable line of 
Briggs Lumber Co. 





known twenty or 
thirty years ago. Not 
all customers realize 
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Briggs Lumber Co.'s office, Oneonta, N. Y. 


the value of these things, or the value 
of good materials. Through the East, 
and I suppose everywhere, there’s a 
new kind of yard competition; based 
wholly upon low initial cost to cus- 
tomers. But it’s impossible with full 
service and high grade material, to 
meet their prices. So a very definite 
part of our salesmanship is getting to 
the prospect and, in an honest and in- 
formative way, explaining why our 
somewhat higher costs mean eventual 
economy in terms of long life of the 
house, higher resale value and com- 
fort and satisfaction.” 


Goshen Yard’s Stock 
Has Unusual Items 


While we’re in this part of New 
York let’s call at the village of Go- 
shen. Remember that name? Of 
course; it’s the home of the Good 
Time Grand Circuit Race Meet. It’s 
also the home of the Hambiltonian, the 
famous harness race; won last August 
by Spencer Scott, the colt owned by 
C. W. Phellis of Connecticut. 

Goshen has had a good building sea- 
son. James Anderson, who operates a 
yard under that name, told us there 
was the usual amount, or more, of 
country business. This*is a rich agri- 
cultural section, with the sale of barns 
a staple. At the time of our call there 
were seven or eight country houses 
on the go. Mr. Anderson carries a 
varied stock, with some emphasis upon 
rather unusual items. For instance, he 
recently supplied $300 worth of unit 
windows to one job; assembled and 

(Continued on Page 49) 























Courtesy ANTRIM LuMmBER Co., St. Louis, Mo. 


What a majority of families desire 
most of all is a home; so, early in the 
fall, the Planters Lumber Co. (Little 
Rock, Ark.) made up a list of young 
people—and others not so young, but 
who did not yet own a home—all of 
whom held steady positions and could 
become home owners if they really put 
their mind to it. The lumber firm con- 
tacted personally each man on the list, 
and suggested that the finest present 
he could give his wife and family for 
Christmas would be a real home. It 
was suggested that the man talk it over 
with his wife, and that money usually 
spent for gifts at this time be applied 
on the purchase of a home; that a 
$3,000 home could be financed for 
approximately $23.50 a month, and 
that the sum usually spent for Christ- 
mas was enough for the down-pay- 
ment. It likewise got over the message 
by means of the newspapers, one ad- 
vertisement showing Santa Claus 
standing beside a new home, with text: 
“Our Home Planning Department will 
gladly assist you in financing, design- 
ing, and building your home. Resolve 
now to spend Christmas in a home of 
your own.” 





The Chitwood Lumber Co. (Ft. 
Payne, Ala.) noting that many inte- 
rior decorating firms were suggesting 
refurnishing for the holiday festivities, 
came out in the fall with a full page ad 
headed: “In making Up Your List of 


Christmas Gifts Don’t Forget the 
Home.” There followed suggestions, 


with space for a checkmark in front of 
each: ““Lay a new floor; remodel the 
house; repair or entirely re-roof ; build 
a porch; build a garage; add a room; 
more windows for better light,” and 
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How SANTA Came 
to the Lumber Yard 


and Made Dealers His Local Represen- 
tatives, Thereby Increasing Their Sales, 
and Spreading Christmas Cheer! 


concluded, “Whether you want a board 
or a carload of lumber, you can get it 
here; give something to the home for 
Christmas.” 


“We carry a large stock of house- 
wares in connection with our builders’ 
hardware department,” said the man- 
ager of the Bisbee Lumber Co. (Bis- 
bee, Ariz.), “and at the holiday time 
we feature tablewares. People then are 
furnishings than 


thinking more of 





las, Tex.) ran a 12-inch double-col- 
umn ad, showing Santa coming down 
a chimney, with the caption: “Do you 
own a chimney for Santa? How can 
your family expect much Christmas 
joy if you don’t own your own home? 
Let us help you to build. We can give 
you full information in regard to archi- 
tects and contractors, and can supply 
you with quality building materials.” 
On the wall of the firm’s office were 
several large Christmas wreaths, inside 
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The three display windows of the Big Pines Lumber Co., Medford, Ore., each 
held a life-sized figure of Santa Claus 


lumber, so we find it good policy to 
keep our name before the public by 
offering what it wants at this season. 
Especially popular was a gift package 
of pottery for table use, and a china 
dinner set at a popular price. A little 
card tucked in each package of house- 
wares sold was responsible for much 
extra business in lumber materials. It 
said: ‘Does your home need repairing 
or remodeling? Have it done before 
the holiday festivities begin.’ ”’ 

The Lyon-Gray Lumber Co. (Dal- 


each of which was an enlarged photo- 
graph of a home for which it had sup- 
plied the materials. 


The Henderson Lumber Co. (War- 
ren, Ariz.) ran.an ad with the unusual 
heading: “Give a gift to YOU.” It 
went on to say: “Plan to give your- 
self and your family a real gift this 
Christmas, by repairing and remodel- 
ing now, and getting your home ready 
to enjoy all the good times your family 
plans for this winter. For economy 
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in prices and for quality in materials, 
see us first.” In the window of the 
office and salesroom stood a life-sized 
cutout of Santa beside a chimney, with 
the ad in his hand. 


The Ward Lumber Co. ( Jackson, 
Miss.) finds it profitable to keep in 
touch with the people with whom they 
have done business. A list of all of 
the homes they have furnished build- 
ing materials for during the year is 
kept and to each owner is sent a 
Christmas card, showing a snow-cov- 
ered home, and saying: 


“°"TWAS THE NIGHT BEFORE CHRIST- 

MAS—IN A HOME OF THEIR OWN 

“All over the land many families will 
wake up for their first Christmas in a home 
of their own. We feel proud with them 
in realizing the most important asset of 
family life—a HOME. We feel an especial 
pride in the new homes that we ourselves 
have helped to build.” 

Early in December, when people 
are beginning to think about Christ- 
mas they come out with an ad showing 
a cottage and saying: 


NEXT CHRISTMAS OWN YOUR 
OWN HOME 
Now is the time to build, and we offer 
you a complete building service. Your 
savings will pay for those extras that so 


often run up the cost of a home—WARD 
LUMBER CO. 


The Big Pines Lumber Co. (Med- 
ford, Ore.) had three windows, each 
showing a life-sized cutout of Santa 
Claus in bright red. Each figure held 
up a card on which was printed: 
“Build from your own ideas:—We 
complement with a complete building 
service; Now is the time to build— 
Free architecture service;” and, “Big 
Pines, headquarters for bargains in 
building materials.” A large blue and 
gold card over the entrance said: 
“Holiday Greetings—Big Pines, Your 
Lumber Company.” 


“The best stunt we ever pulled for 
getting the rural people and those from 
small towns in the vicinity into the 
city on Saturdays for holiday trading 
purposes,” said the manager of the 
White River Lumber Co. (Pasco, 
Wash.) “was a co-operative campaign 
staged by the Retail Merchants Asso- 
ciation, which arranged with a Holly- 
wood cameraman to shoot street scenes 
in Pasco, and views of the region adja- 
cent. Each merchant sent out. special 
invitations to its clientele outside the 
city to come to Pasco on that date and 





''Mirrors have 
proven one of our 
best side-lines for 
the holiday sea- 
son," declares the 
Reliance Lumber 
Co., Tacoma, 
Wash. 





get into the pictures. All of the firms 
sponsoring the affair had shots taken 
of the interior and exterior of their 
buildings ; and of their employees. The 
shots thus taken was made into a news 
feature which was shown the two fol- 
lowing Saturday afternoons and eve- 
nings at one of the local theaters. The 
“shooting” had taken place the first 
Saturday in December, and the reels 
were shown on the second and third 
Saturdays. Tickets were distributed to 
all the merchants, and anyone buying 
a ticket at any of the stores was given 
an additional one free. This drew the 
biggest pre-holiday crowds in the his- 
tory of the town, and all the mer- 
chants profited, as practically all the 
visitors did some Christmas shopping 
while here.” 


“Mirrors have proven one of our 
best side-lines for the holiday season,”’ 
declared a representative of the Reli- 
ance Lumber Co. (Tacoma, Wash.). 
“Now that homes are being made 
more compact anything that will add 
to their apparent size is welcomed by 
the housewife. Accordingly, we ran:a 
special mirror ad, in which we said: 
‘To make your home brighter, use 
more mirrors—for dark corners, for 
blank walls, for doors, for paneling, 
for decorative effect, for utility. Any 
way you use them they will enlarge 
the apparent size of your rooms.’ A 
window display showed—much larger 
than life—Santa in red, green and 
white, with caption ‘Glass gifts are 
smart.’ Strip advertising said ‘A Mir- 
ror—the perfect gift for your lady 
fair.” On the wall were shown mirrors 
of all shapes and sizes, both framed 
and frameless. 

“Another glass gift that went over 
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big was window garden sets in dif- 
ferent sizes. In the special paint and 
wallpaper rooms, mirrors were used 
to increase apparent size, and this was 
one of their best selling points. We 
also got out a folder, suggesting many 
uses for mirrors in improving the ap- 
pearance and comfort of the home. 
Particularly good results were ob- 
tained from a card reading: ‘As a 
Christmas gift we suggest a beautiful 
mirror, made to your individual order, 
for either utilitarian or decorative 


> 99 


purposes. 





Realm of the Retailer 


(Continued from Page 47) 

ready to set in. Another rather new 
item to us is a full stock of aluminum 
mouldings. Other items, ladders, mill- 
work, building hardware and paint. 
Conklin & Cummins (Inc.) of Goshen, 
combines real estate dealings with 
lumber; a combination, and a good 
one, which we find in a number of 
places. 

A brief call on Orville H. Briggs 
and his son, Duncan Briggs, at One- 
onta, discovered this friendly former 
president of the Northeastern in fine 
spirits. Certain events in the Empire 
State inspired Mr. Briggs to say that 
some of the promotions and expan- 
sions of ambitious dealers could do 
with a little more exact preliminary 
thought. Where new building is defi- 
nitely not in the cards, Mr. Briggs 
says, a dealer sticks his neck out try- 
ing to force it. The dividend payer is 
remodeling and repair; at least in a 
long-settled country. When a retailer 
maps his selling, he does well to put it 
at the top of his list. 
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Helping Customer Make a Choice 


An unusual sales plan based on hav- 
ing home building prospects point out 
actual houses which they consider 
ideal, rather than attempting to have 
them select what they want from plans 
and illustrations alone, has enabled 
the East Denver (Colo.) Lumber Co. 
to do an unusually effective job of 
creative planning work for customers, 
and at the same time serves to keep 
the deal out of the competitive field. 

The prospect is first shown litera- 
ture and a plan book so that he may 
impart a general idea of what type of 
house he wants and at about what 
price range. Then he is asked the lo- 
cation of some house that he likes 
particularly. If he doesn’t have such 
a place in mind the salesman suggests 
that he drive around and look at a 
number of houses. That procedure 
almost always crystallizes in the cus- 
tomer’s mind a clear picture of what 
he really wants, an important step in 
making a sale. 


“The plan speeds up the average sale 
a great deal,” say company officials. 
“Most people simply can’t visualize a 
house from pictures or plans. They 
have to see actual houses in order to 
decide just what they want. If they 
have seen such a house before they 
come to us the selling job is usually a 
simple one. If not, when they look 
over the plan books and then drive 
around they usually can decide on a 
plan which has been carried out in 
some house they see.” 

Once a customer has decided what 
he wants, the company’s draftsman 
makes plans, or perhaps the work is 
turned over to an architect of the cus- 
tomer’s choosing. Blueprints are made 
up and a building estimate is submit- 
ted to the customer. If the deal is 
accepted, the customer is charged for 
the plans, this amount being put in 
with the total cost on the house. If 
the plans aren’t used for this customer, 
they can—with slight alterations—be 














Herel a Timely Tip 


A device designed and constructed by an inventive yard man em- 
ployed by Day & Frees, Superior, Neb., is being used by that firm to 
adapt its pick-up truck, with a seven-foot load space, to carrying 
planks up to 20 feet long. As may be seen in the illustrations, it is 
constructed of stout timbers to fit over the rear bumper and under 
the truck frame. The tail-gate chains hooked to the device help to 





support the load. The extended cross-board which carries the lum- 
ber is set at an angle that allows it to be on a plane with the floor 
of the truck-load space. The builder said that adaptations of the 
general design could be made to fit almost any pick-up truck. 














used for another one, so it is seldom 
that the time is completely wasted. 
The plans having been drawn up a 
contractor is called in for an actual 
bid. At the same time, where this is 
required, arrangements are made for 
financing. 

Prospects of this type are developed 
primarily through newspaper adver- 
tising. To avoid loss of effort and 
customer inconvenience the company 
uses such advertising only at inter- 
vals. Two or three good-sized ads are 
run consecutively. Prospects obtained 
by these ads are cultivated before fur- 
ther advertising. The firm avoids get- 
ting more people on the string at once 
than can be properly taken care of. 
The ads which have brought best re- 
sults carry illustrations of attractive 
homes and tell how much these struc- 
tures can be built for and how the 
price can be paid out. At the bottom 
of each ad is a coupon to be mailed 
in for information. It indicates whether 
the person is interested in building or 
modernizing and gives name, address 
and telephone number. 

Every coupon inquiry is followed up 
personally by a salesman. People who 
come to the yard instead of mailing 
coupons are turned over to whatever 
salesman is on duty. Coupon prospects 
are apportioned among the salesmen, 
who then proceed with systematic fol- 
lowup. 

If the follow-up salesman judges 
the prospect to be merely seeking gen- 
eral information he waits a week or 
so after the first call before making the 
second. In the case of a “live” pros- 
pect, plan books are put out on the 
first call, which is followed by a daily, 
or every two days, call until plans are 
under way. After three weekly calls 
on a prospect, if he still wants only 
information, the salesman files a record 
card carrying suitable notations. Such 
persons are followed up later, at what- 
ever dates the cards indicate. .Each 
prospect is called on at suitable inter- 
vals until sold, or until further effort 
is plainly useless. 
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Impressions of a "Drop In" 
Yard Visitor 


We happened one day this week to 
drop into a lumber store where every- 
thing was so bright and clean, and the 
stock so attractively arranged, as al- 
most to compel buying. When we re- 
fer to “the stock” we don’t mean the 
lumber items especially; although out 
in the shed we found the stock evenly 
piled, the driveways clean, and in fact, 
everything in apple-pie order. But 
why not? There is little excuse for 
untidiness and “bad housekeeping”’ 
anywhere about a lumber yard. How- 
ever, what struck our eye especially 
were the “store items” proper, such as 
paints, hardware, and numerous build- 
ing specialties that do lend themselves 
so well to attractive display. Another 
thing that pleased us was the provision 
for the comfort of waiting customers, 
in the form of two or three lawn or 
garden chairs, and a settee with back, 
conveniently placed for “dropping into” 
while waiting. In fact, two of these 
seats were thus occupied when we 
called. Here, we felt, was a yard that 
could rightly be said to have the 
friendly touch, for that attitude was 
evident in every detail, including the 
cordial greetings extended alike to cus- 
tomers and casual visitors. 





Firm Finishes "First 100 


Years,'' Starts on Second 


About the middle of last month 
the owners and personnel of W. Wil- 
ton Wood, Inc., located at Hunting- 
ton, on Long Island, N. Y., celebrated 
its 100th anniversary, a truly notable 
record of achievement, which was duly 
recognized by the Long-Islander, the 
local newspaper, which in an editorial 
said : 

“Into the homes of this region have 
gone the lumber, cement and other 
materials which the developments of 
a century have produced. Examina- 
tion would probably prove that the 
materials in many of our proudest his- 
torical dwellings, as well as those in 
our most modern commercial build- 
ings, have passed through the W. Wil- 
ton Wood company’s yards and ac- 
counts. And as the character of the 
neighborhood has changed from that 
of quiet rural hamlets to thriving 
suburban communities, there is writ- 
ten within the history of this single 
business enterprise the collateral 
growth and prosperity of owners, 
management and workers.” 

A full page article elsewhere in the 
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above-named paper carried a number 
of interesting illustrations, showing 
various stages of the firm’s develop- 
ment, as well as pictures of the foun- 
ders and some of the later personnel. 
An interesting feature of the page 
was reproduction of a leaf of the firm’s 
day-book for September and October 
1840—almost exactly a century ago. 
An entry dated Sept. 25, 1840, showed 
sale of an order of coal at “30 cents 
a bushel,” the equivalent of $6 a ton. 
In the year 1915 a branch office and 
yard were established at Syosset, also 
on Long Island, which branch has 
maintained a healthy growth. 


Fix-it Shop and Other Features 


Spell Service for Customers 


Fittingly characterized by the local 
press as “the new lumber departmeuit 
store,” the Hanna Corporation, Tulsa, 
Okla., last month held a public open- 
ing of its fine, rebuilt yard, replacing 
the one destroyed by fire in March, 
1939. The new layout, embodying the 
most progressive ideas, elicited much 
favorable comment from the hundreds 
of visitors. 

The company, and its yard plant, 
are thoroughly equipped for giving 
service. For instance it employs a 

(Continued on Page 52) 








Showing shed front before remodeling and repainting 


Remodeling Yard a Step Toward More Business 


“Since making the improvements to 
our own property shown in part in ac- 
companying photographs, we have defi- 
nite proof to convince our prospective 
customers as to the real possibilities of 
better appearance and enhanced livabil- 
ity, through comparatively minor 
changes.” 

Thus writes Howard A. Brown, 
manager Greenspring Lumber Co., 
Green Springs, Ohio, enclosing snap- 
shots (reproduced on this page) show- 
ing the company’s plant before and 
after the improvements referred to 
were made. 

These improvements shown (at least 


as to exterior) by the accompanying 
photographs, included removing the old 
style “Arkansas front,” and repainting 
the building white instead of orange as 
formerly. An overhead, easy-operat- 
ing, door replaces the old style sliding 
doors. An old picket fence was re- 
moved, and replaced with steel posts 
and woven wire. 

Mr. Brown said that inasmuch as the 
firm’s trading area is one of strictly 
rural business, with very few new 
buildings being erected, most of its 
business is remodeling and repairing, 
and the improved appearance of the 
yard is a standing advertisement. 
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Note improvement wrought by modernizing of front 
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(Continued from Page 51) 
graduate architect, Robert Herr, for 
the benefit of home owners.. C. C. 
Campbell is in charge of a special hard- 
wood section, where many species of 
hardwoods are available to home crafts- 
men and others. A “Fix-it’” service 
has long been featured by this con- 
cern, this including a shop equipped 
with power-driven machines, 





PROBABLY no business has under- 
gone a greater change since the turn 
of the century than that of the lumber- 
man. Forty years ago a lumber yard 
was just what the name implied—a 
storage warehouse where one could ob- 
tain the various kinds of woods used 
in construction. Today the items car- 
ried in a lumber yard compare in num- 
ber with those of a hardware or de- 
partment store. 
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RACKET NO. 5—Fake C. O. D. Parcels 


Dealers who go out of town to attend conventions, or for other 
reasons, frequently fall victims to the fake parcel racket. It works this 
way. A telegram is received by the person left in charge of the store, 
or by the dealer’s wife, authorizing payment of a substantial sum upon 
delivery of a certain parcel of goods sent C. O. D. The telegram, being 
sent from the convention city, appears authentic. When the package is 
opened, however, it is found to contain only bottles of water colored to 
resemble liquor, or something equally valueless. Racketeers working 
this “con” game often “crash’’ conventions, and get personal informa- 
tion by hobnobbing with conventioneers. Good-fellowship often over- 
flows at conventions, and the hardest-boiled dealer sometimes will talk 
out of turn to a personable chap with whom he gets chummy on the 
convention floor, or over cocktails between sessions. If that well-appear- 
ing chap happens to be a slicker working the fake parcel racket, the 
dealer may hear bad news when he gets home. 

















Good Barns Are Pride of Dairy Region 


This is a year for the construction 
of new barns in the dairy country. In 
Wisconsin and Minnesota, heart of 
the mid-west dairy region, many large, 
new general purpose barns began to 
appear in the late summer, and activ- 
ity in this class of farm building bids 
well to continue throughout the fall 
season. 

The accompanying photographs il- 
lustrate one of a number of large barns 
for which the Dardis Lumber & Fuel 
Co., Burlington, Wis., has sold mate- 
rials. Many of the barns, and the one 
shown here is no exception to the rule, 
are on farms which have been acquired 
by city business men for investment 
purposes. The structure is designed to 
house 40 cows, and exclusive of the 
feed room and milk house, is 140 feet 
long and 36 feet wide. The Dardis 
company sold 60,000 feet of lumber 


for the job, and 112 squares of shin- 
gles, in addition to some minor items. 

The roof rafters are a somewhat un- 
usual feature of the construction. Each 
rafter was fabricated on the job by 
the contractor. Construction of the 
rafters and application of roof boards 
are clearly shown in the photograph. 





cated on the job. 








OPPOSITE: Sample of the well planned 

and substantially built barns that dot 

the dairy regions of Wisconsin, Minne- 
sota, and other Midwestern states. 


BELOW: Here is an upward view, show- 
ing the sturdy construction of the roof, 
with its curved rafters, specially fabri- 
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Quickly Built Homes Promoted by Contest 


PortLanp, Ore., Nov. 9.—When C. D. 
Johnson, of the lumber company bearing 
his name, with mill at Toledo, Ore., near 
Portland, saw that there was a demand for 
mass production of low-cost homes, he de- 
veloped the “Johnson-Bilt” houses under the 
precision construction method. 

“Under the precision construction method,” 
explained Robert F. Johnson, director of the 
housing division of the company, with offices 
in Portland,” which was developed after two 
years’ study of mass production methods, 
large sections of the home are completed at 
our mill. They are transported by a special 
truck with a 36-foot crane to the site, after 
the foundation is complete, and placed in po- 
sition.” 

Entire walls with windows in place and 
doors hung are built at the mill, hauled to 
the site and quickly put into position with the 
big crane. In less than three days, on an 
average, the house is covered and ready for 
finishing inside. 

By taking advantage of modern mass pro- 
duction methods at a central mill where 
proper tools and facilities are available, the 
company can build these homes with greater 
speed and economy. 

The lumber company decided to stage a 
promotion to sell houses. In Portland a site 
was selected and a house put on it. The 
house was not for sale, but served as a dis- 
play house from which interested people 
could see the construction, and from which 
houses could be ordered. 

To get people’s attention aroused and to 
have them come and see the display house, 
the lumber company decided to have an essay 
contest, which would be open to all who 
came to view the house. Entry blanks were 
obtainable at the site of the new house. The 
first prize, for the best essay, was a new 
gas range. In connection with the Grand 
Opening of this show home, the contest was 
announced in the newspapers. 

The simple, easy essay contest, in brief, 
was conducted this way: Each visitor who 
came to the house was given an entry blank. 
The visitor who in the opinion of judges 
wrote the best statement of not more than 
250 . words to complete the sentence: “I 
W ould Like to Own a Johnson-Bilt Gas 
Equipped Home Because. . . .” would re- 
ceive a new gas range valued at $136.50. 

Eight thousand people responded the first 
day to this essay contest and went through 
the house, which was a record that the lum- 
ber company didn’t even dream would occur. 
Several thousand other people inspected the 
home after it had opened in the succeeding 
days. 

“It was without doubt one of the most suc- 
cessful home promotions ever seen in the 
Northwest,” said Paul F. Murphy, recently 


appointed distributor for these homes in this: 


area. 


Mrs. H. A. Schmeer, Portland, won the 
range, which was presented publicly to her 
after the contest ended. 

The home was open for inspection one to 
six on Sundays, and on week days the hours 
were nine in the morning to six in the eve- 
ning. The house was F. H. A. inspected and 
approved. Special evening inspection ap- 
pointments were available. 


Some of the features of the house included 
washable walls, insulation throughout, air 
conditioning, completely dry-built, hardwood 
floors, coved linoleum, factory-built cabinets, 
colored plumbing fixtures, acoustical tile 
ceilings. 

Completely gas equipped, with a modern 
gas furnace, automatic storage heater, range 
and refrigerator, the home offered the maxi- 
mum in comfort and convenience, making it 
as nearly automatic as modern engineering 
could devise. 

The home on display was in the $3,500 
class, and other Johnson models range from 
$1,875 to $5,000 in cost, according to Rob- 
ert F. Johnson. 

Arrangements were made with the Ed- 
wards Furniture Co., Portland, to furnish 
the house in keeping with its price and style 
of architecture. Only nationally-advertised 
furniture was used. When national maga- 
zines featured certain furniture, such as a 
maple bedroom set, such a set was put into 
the bedroom. Furniture was changed each 
week so that a wider variety of selections 
would be available to the people visiting the 
home. 

Interior arrangements and color schemes 
as to rugs, drapes and furniture harmony 
were also handled by the above furniture 
company. 

As people visited this display home they 
were told that the home could be duplicated 
anywhere in western Oregan at prices from 
$3,300 up, depending on equipment, finish 
and excavation conditions. 

This was the first home to be built for 


demonstration in a major city by the above 
lumber company, which is one of Oregon’s 
largest manufacturers of lumber. It marked 
the beginning of a program to feature the 
new method of selling homes nationally 
through the medium of lumber retail yards. 
Thirty-six houses were sold. 

“The C. D. Johnson Lumber Corpora- 
tion’s ‘one-stop’ building service,” said Rob- 
bert F. Johnson, “has shown us that this 
precision construction is truly the solution 
to the demand for mass production of homes. 
The pocketbook of the great American pub- 
lic can be suited at a price it wants to pay.” 





Far Western Building Is at 
High Level 


San Francisco, Cauir., Nov. 9.—Far 
western building declined in September from 
the record levels of the two previous months, 
when unusually large Defense contracts 
swelled the total, but it still remained higher 
than during any other month of recent years, 
according to Bank of America business 
review. The decline from July and August 
was due to a smaller amount of contracts 
being awarded for Defense projects, as new 
non-residential building, exclusive of De- 
fense work, was at its best level for any 
month this year, and new home construction 
was just slightly lower than in the previous 
month. 





Lumber Makes Great Come-back as Car Material 


SEATTLE, WasH., Nov. 9.—To meet the 
demands of Defense transportation in the 
West without sacrifice of service to private 
shippers, and using car material produced 
from the Douglas fir forests, the Great 
Northern Railroad now has a project for 
2,000 new type wood box cars, according to 
the West Coast Lumbermen’s Association. 
Two thousand of the new cars—‘Series 
52000”—are already out of the shops or are 

















nearing the wet-paint stage. Improved in 
design, with new timber engineering fea- 
tures incorporated in their structure, the 
new cars are the last word in wood car 
construction. Sidewalls, floors and wall 
sheathing are of Douglas fir lumber. Doug- 
las fir plywood sheathes the roofs. The res- 
toration of lumber as an engineering ma- 
terial has been widespread, says the associa- 
tion, and lumber is now playing a leading 
part in the Defense pro- 
gram. The _ low-cost 
home of lumber, built 
locally, on the site, is 
still on a rising curve, 
and there is an increas- 





Interior view of new 
Great Northern "Se- 
ries 52000" wood 
box car, showing 
Douglas fir decking, 
wall sheathing, and 
= plywood roof sheath- 


ing 





ing number of lumber- 
built box cars to trans- 
port it from the West 
Coast to the retail 
dealer. 
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These beautiful lines from the pen of the 
late Douglas Malloch, Lumberman Poet, de- 
pict the spirit of the people who have built 
up the western shores of our great country. 

Stewart Holbrook has described the mi- 
grations of the lumberjack from Maine to 
Oregon but ahead of the restless “Bindle 
stiff’ there always had to be the operator 
of a pioneering industry who sought new 
sources of timber, risking fame and fortune 
and providing the payroll. The sawmill in- 
dustry of the Pacific Coast was developed 
by successful operators from Maine, Penn- 
sylvania, Minnesota, Michigan, Wisconsin 
and the States in the sunny South. 

These men have brought to the Pacific 
Coast the knowledge, experience, energy 
and capital gained through many years of 
efforts in other timbered districts in the 
country. They are the ones who are respon- 
sible for the high efficiency prevailing in 
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New Sawmill With 
750,000,000 Feet 
of Timber, 


Opens 








The West 


Men look to the East for the dawning things, for the light of a rising sun, 
But they look to the West, to the crimson West, for the things that are done, are done! 
The eastward sun is a newmade hope from the dark of the night distilled ; 
But the westward sun is a sunset sun, is the sun of a hope fulfilled! 

So out of the East they have always come, the cradle that saw the birth 
Of all of the heart-warm hopes of man and all of the hopes of earth— 

For out of the East arose a Christ and out of the East has gleamed 

The dearest dream and the clearest dream that ever a prophet dreamed. 
And into the waiting West they go with the dream-child of the East, 

And find the hopes that they hoped of old are a hundred-fold increased. 

For here in the East we dream our dreams of the things we hope to do, 
And here in the West, the crimson West, the dreams of the East come true! 











the camps and mills of the Pacific Coast to- 
day. 

Latest among important Southern opera- 
tors to move their activities into the West 
Coast fir area is the Rosboro Lumber Com- 
pany whose new sawmill plant at Spring- 
field, Oregon, began operations earlier this 
year. 

The impelling motive which prompted the 
acquisition of large forest holdings in the 
West and the beginning of their operations 
at Springfield was to provide a place for 
the personnel of a splendid organization 
which for lack of timber could not continue 
activities in Arkansas. 

T. W. Rosborough, head of the Rosboro 
Lumber Company, although born in Ran- 
dolph, Vermont, was in all other respects 
a native of Texas where he grew up from 
the time he was a few months old. He re- 
ceived his education in Texarkana and at 
the University of the South, in Suwannee. 

Mr. Rosborough’s first employment was 
with the Bowie Lumber Company at Tex- 
arkana and the first mill he operated was 
a small one in what was known as the 
“Dark Corner” of Bowie County, Texas. 

The “real depression” of 1892 put a stop 
to that business temporarily and Mr. Ros- 
borough became a lumber salesman travel- 
ling out of St. Louis. At that time he was 
competing with two other lumber salesmen, 
one of whom, W. E. Cooper, is now vice- 
president of the Rosboro Lumber Company 





At top, left: Rosboro Lumber Co. sawmill and 

plant, Springfield, Oregon. Left, from left to 

ri,ht: T. W. Rosborough, president and general 

manager; W. E. Cooper, vice president. Right, 

left to right: B. S. Cole, secretary-treasurer; 
C. G. Atkinson, sales manager 





and the other, Charles G. Atkinson, who is 
now that company’s sales manager. 

In 1906 Mr. Rosborough with Mr. Cooper, 
M. R. Smith of Kansas City, and others, 
organized the Caddo River Lumber Com- 
pany which completed the building of its 
first sawmill in 1907 at Rosboro, Arkansas. 
Later this concern built mills at Glenwood 
and Forester, Arkansas. The Forester mill 
is still in operation, the others having cut 
out their timber. 

In 1939 Mr. Rosborough came out to Ore- 
gon where he purchased 750 million feet of 
old growth fir timber, known as the McKen- 
zie River Timber Company tract. Among 
lumbermen who know this particular body 
of timber it is rated as of exceptionally 
high quality Douglas Fir, considerably above 
average size trees and containing only a 
small percentage of other species. 

The Rosboro Lumber Company was or- 
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ganized with Mr. Rosborough as president 
and general manager, and with W. E-. 
Cooper, who has been associated with him 
in the Caddo River Lumber Company for 
so many years, as vice-president. B. S. Cole 
is secretary-treasurer; R. T. Watts, plant 
superintendent, and C. G. Atkinson, sales 
manager. 


Work was started on construction of the 
new plant last year and it started operating 
in the early part of 1940. Mr. Rosborough 
insisted on the finest machinery and equip- 
ment throughout this plant. This is the 
fourth sawmill he has built. 


The principal equipment consists of an 
Allis-Chalmers 9 foot band headrig, a 72” 
four block carriage, 66 x 10” edger, a 32’ 
Sumner mechanical trimmer. In the reman- 
ufacturing department there is a 7’ Sumner 
vertical resaw, Sumner pony edger, Allis- 
Chalmers air lift trimmer. 

The plant which is electric driven through- 
out is powered by three 600 horsepower 
Babcock and Wilcox stirling type boilers; 
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Above: A load of logs on the way to the mill. 
Left: A view of some of the lumber sheds 





1,000 kilowatt and 500 kilowatt Allis-Chal- 
mers turbines. 

There are six Moore cross circulation dry 
kilns, an H-O automatic stacker, and an 
H-O automatic unstacker with P and H 
electric transfer car. Lumber transportation 
about the plant and yard is taken care of 
with Gerlinger carriers and lift trucks. 

Among the equipment in the planing mill 
is a Stetson-Ross sizer, two Stetson Ross 
matchers, an S. A. Woods moulder, Matti- 
son rip saw and Yates planing mill resaw. 

This modern and complete lumber manu- 
facturing plant running on a one shift basis 
will produce 25 million feet per year. It is 
planned and designed particularly to cater 
to the retail lumber yard trade of the mid- 
dle West and East. Lumbermen through- 
out the United States know and respect the 
men heading this organization through their 
former activities, particularly in connection 
with Caddo River Lumber Co. 





Plywood and Solid Panels 
Finished to Resemble Plaster 


SEATTLE, WasH., Nov. 9.—I. F. Laucks, 
(Inc.), 314 Maritime Bldg., here, has re- 
cently completed a new room for displaying 
its various wall finishes and plywood acces- 
sories. The ceiling is Speedwall Jumbo panels, 
which are manufactured with a cross cover- 
ing and painted with plastic paint to give the 
perfect effect of a plaster job, but minus any 
cracks. The walls are paneled with vari- 
ous species of wood, both plywood and solid 
panels, given different treatments. There are 
panels of solid hemlock, cedar, and knotty 
white pine. Also there are paneis of Doug- 
las fir and larch plywood. Many of these 
panels have been treated with pigmented Rez 
and stain; these have the satin-like finish of 
finely treated hardwoods; and, where the 
pigmented Rez has been used, the pattern of 
the grain is not visible, so that it is difficult 
to determine whether a panel is hardwood or 
softwood. Other wall panels are treated 


with various coats of plastic paint, in such a 
way that it gives the appearance of different 
plaster finishes. The floors are of plywood 
covered with Masonite. In the center is a 
column with its four faces covered with dif- 
ferent kinds of insulation board, these in 
turn painted with Laucks products in such a 
way that they all resemble a first class 
plaster job. 





To Make Plane Plywood 


MonTREAL, QuE., Nov. 12.—To manufac- 
ture plywood and veneer for use in aircraft, 
a plant is being established at Ste. Therese, 
a few miles from Montreal, by the Common- 
wealth Plywood Co. (Ltd.) Albert A. 
Glicksten, assistant timber controller of the 
British Ministry of Supply recently came 
to Canada with A. Arnott, secretary treas- 
urer of the Glicksten interests in England, 
and a partially-built factory was chosen and 
will be enlarged and remodeled. The com- 
pany has paid-up capital of $531,600. 


Becomes Western Pine 
Association Forester 


PoRTLAND, OrE., Nov. 12.—The Western 
Pine Association announces the appointment 
of Stuart Moir as head of its Forest Con- 
servation Department, replacing Clyde Mar- 
tin, who left the association Nov. 1 to 
become chief forester for the Weyerhaeuser 
Timber Co. 

To many in the western lumber industry 
Moir is not a stranger as he has been 
engaged in conservation work in the West 
for many years, and was forest engineer 
for the association in California during 
1934-36. 

His service as forest engineer with the 
Western Pine Association was followed by 
5 years with the U. S. Soil Conservation 
Service. Since August of the current year 
he has been acting director of soil conserva- 
tion, Department of Interior, Washington, 
D. C. Mr. Moir will join the association 
staff at Portland late in November. 
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Defense Centers 


Navy Contracts for Stations and 
Housing 

Navy contracts for housing facilities, as 
announced by the Navy Department, do not 
state the number of housing units, but do 
give the estimated cost of construction. The 
general Navy practice is letting the contracts 
on a cost-plus-fixed-fee basis, and the esti- 
mated costs cover the cost and the fee. 
Housing and barracks construction projects 
announced were: 


Newport, R. IL, Naval Training 


Station, facilities for enlisted 

DE cpeceethubean bad eneeas 455,000 
Pt i Bi can tiwen ey eseneweees 1,655,000 
San Diego, Calif., facilities for 

enlisted personnel ............ 71,600 
San Diego area, housing units 

with necessary accessories.... 3,800,000 


Great Lakes, Ill., Naval Training 


EE occ cwkore pee we keke see es 1,200,000 
Great Lakes, Ill., Naval Training 

ED 55. Ou Ge bk a Ba oh a a eaters 574,000 
Vallejo, Calif., six hundred low- 

cost housing units in vicinity. 2,243,418 


Yorktown and Newport News, Va., 
Peewee WG) BPOMOC . oc ccc ccccvcs 4,026,260 


Dahlgren, Va., Naval Proving 


IT a, i asa drat Gragg Se wha Age hod 372,000 
IS a ola dialer cs dae alana 257,400 
Parris Island, S. C., Marine Bar- 

WE ude Hin dweayeke ee ereees qlee 3,069,000 
nee NI OR, So vias ww cela cua 137,700 
Long Beach, Calif., housing units 

with necessary accessories.... 1,263,000 
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to Watch For Business Activity 


Norfolk, Va., Naval Operating 
Base, housing units with neces- 


Se a, ere 2,284,000 
Pearl Harbor, Hawali...........- 1,458,000 
Charleston, S. C., Navy Yard..... 463,500 
Charleston, S. C., Navy Yard.... 525,000 
Portsmouth and St. Juliens Creek, 

Va., Norfolk Navy Yard....... 713,000 
Key West, Fla., Naval Station... 128,700 
Bee. BOONE, Bh ek co sc kcscecnces 1,945,000 
Se, CUEE oo cong ove eesens 858,000 
SS Se ee re 1,613,400 
ee 2,584,000 
MN. 6.83.6: OS KE eRe aS eae ose 1,575,000 
TE SE. G3 nbd oS 6ccseewee 1,439,360 
URMERMEINO DAY 2... cccvceccsese 642,280 
I, WO, os bocce cs ekscosebeon 128,700 
oe eee ee 667,000 
IS Ea aie. bale e ok bee ope 0 oe 336,870 
Piney Peimt, We. ..cccscccrcceces 30,000 


Defense Heusing for Civilian Workers 

In addition to the Army and Navy housing 
for both enlisted personnel and civilians, 
Defense housing will be provided for work- 
ers in the Defense areas announced by Presi- 
dent Roosevelt, as follows: 


Tucson, Ariz. 
Ft. Huachusa, Ariz. 
San Diego, Calif. 
Benicia, Calif. Fort Devens, Mass. 
Fresno, Calif. Jackson, Miss. 
San Rafael, Calif. Battle Creek, Mich. 
Stockton, Calif. Mt. Clemens, Mich. 
Sunnyvale, Calif. Long Branch, N. J. 
Riverside, Calif. Fort Dix, N. J. 
Fort Ord, Calif. Albuquerque, N. M. 
Denver, Colo. Fishers Island Vil- 
Lowry Field, Colo. lage, N. Y. 
Delaware City, Del. Hempstead, L. L., 
Orlando, Fla. N. 
Tallahassee, Fla. Fay etteville, x. Cc. 
West Palm Beach, Fort Sill, Okla. 
Fla. Columbia, S. C. 
Tampa, Fla. Fort Meade, S. D. 
Augusta, Ga. Houston, Tex. 
Columbus, Ga. San Angelo, Tex. 
Rossville, Ga. El Paso, Tex. 
Savannah, Ga. Fort Clark, Tex. 
Boise, Idaho San Antonio, Tex. 
Belleville, I1l. Arlington, Va. 
Savanna, Ill. Virginia Beach, Va. 


Odenton, Md. 
Chicopee, Mass. 





QUALITY 
Idah 
WHITE PINE pondercsa— 
Also ond. Suger Pine. 
Fir Wallboard War" coast Products 
William Schuette Company 


New York 
Office—4i East 42d St. 


GET TS po 
BOOK! »: 


@ The best 25¢ you'll ever spend. A col- 
lection of 25 Distinctive Small Home 
Designs to increase your 1940 Sales! 


SEND THIS COUPON WITH 25/ to—Dept. AL-3, 
Dierks Lumber & Coal Co., Dierks Bidg., Kansas City, Mo. 


PITTSBURGH, PA. 














Rantoul, Ill. 
Corydon, Iowa 
Leon, Iowa 
Fort Riley, Kan. 
Fort Knox, Ky. 
Bangor, Me. 
Aberdeen, Md. 
Edgewood, Md. 
Baltimore, Md. 


Phoebus, Va. 

Lee Hall, Va. 

Langley Field, Va. 

South Tacoma, 
Wash. 

Spokane, Wash. 

Fort Lewis, Wash. 

Island Oahu, T. H. 

Puerto Rico 








Yards Bid on Fort Bill 


Tacoma, WasH., Nov. 9.—Local retail 
yards this week were looking askance at a 
call for bids on 1,606,000 feet of lumber for 
Fort Lewis, just south of here, as the vol- 
ume represents more than a year’s business 
for most yards and is more material than 
they have on hand. To add to their trouble, 
eleven of the fifteen mills located here have 
been shut by strikes for the last six weeks. 
Several yards are submitting bids. 





Loads for Naval Base 


ABERDEEN, WasH., Nov. 9. — Pacific 
Northwest lumber will be used in  build- 
ing the newest United States naval base 
on Midway Island in the middle of the Pa- 
cific ocean. The big scow Nisqually is load- 
ing 130,000 feet of clear lumber from the An- 
derson & Middleton mill here, three carloads 
of plywood from the Harbor plywood plant, 
130,000 feet of Wolmonized lumber from 
Weed, Calif., and other building materials. 


Private Money to Be Used for 
Permanent Defense Housing 
Operations 


WasuinctTon, D. C., Nov. 12.—Declaring 
that a housing shortage exists in sixty-three 
areas of the United States, President Roose- 
velt has authorized construction of projects 
which will meet the Defense housing needs 
in these sections. 

To finance this construction, there has 
been devised a fluid system which permits 
any one of several Government Agencies to 
provide the funds, and which calls for the 
use of as much private capital as can be 
attracted. Defense Housing Co-ordinator 
Charles F. Palmer pointed out that Federal 
funds will be used only in cases where the 
housing operations are of a temporary 
nature, but that private money will be sought 
for the permanent housing operations. 

In cases where Federal funds are used, 
those funds are likely to be furnished either 
by the Public Buildings Administration, the 
FHA, the USHA or the RFC. The so 
called Defense housing is most largely under 
the jurisdiction of the Public Buildings 
Administration, with the United States 
Housing Authority carrying out a small 
portion of the program. 

The FHA has adopted a policy of approv- 
ing the financing for housing that would 
ordinarily be labeled Defense housing, but 
maintains that such housing comes under 
its regular functions, and that a “Defense” 
label might denote an “emergency” status 
harmful to the program. 

While the RFC has not announced its 
direct entrance into the field of Defense 
housing, lack of other sources of finance 
would undoubtedly bring RFC money into 
the picture. 

Of the sixty-three areas which require 
immediate additional housing facilities, the 
inland sections are practically all Army 
centers, while the coastal requirements are 
for the Navy. 


New Communities Will Need Public and 
‘Service Buildings 


Largest of all the projects is at San 
Diego, Calif., center of intense West Coast 
activities. Construction there of two air- 
craft manufacturing plants and an Army 
base has produced a shortage of more than 
4,000 housing units. To remedy the situa- 
tion, the Navy has under construction 1,200 
family dwelling units, and will shortly launch 
construction of additional 2,000 dwelling 
units, 750 dormitory rooms and 1,000 port- 
able type houses. This total amount of 
housing will create dwellings equivalent to 
those in a town with a population of 30,000 
people, and will necessarily create a new 
community near San Diego. This com- 
munity project will require the construction 
of schools, stores, and recreational facilities. 

In addition to the population which will 
receive employment through the Army and 
Navy and Defense industry, the business 
population and the service trades will further 
increase the population of the new centers. 
And these statements will apply in all areas 
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of the country where extensive Defense 
housing operations are planned. 

One of the most recent Army housing 
projects to be contracted for consists of 700 
Defense housing units on the Army reserva- 
tion at Fort Knox, Ky., at a cost estimated 
at $1,935,000. The project will provide 
living quarters for approximately 2,700 per- 
sons. The plan calls for a complete town, 
and includes placement of a chapel, firehouse 
and community buildings, but these latter 
have not been included in the contract. 

To date the construction of Defense hous- 
ing falls into three groups—the housing units 
for the expanded Army, the housing units 
for the expanded Navy, and the additional 
housing units required for workers in the 
Defense industries. 


Large Units Being Built by FHA 


While all FHA large unit construction 
might be considered from a Defense angle, 
the projects carried by the FHA which are 
now under construction, will be most impor- 
tant in providing housing facilities in 
crowded areas. Large housing units approved 
by the FHA, and now under construction, 
are: 


Amemecanfiimberman 


USHA Builds Defense Housing 


The part that the United States Housing 
Authority is playing in the Defense picture 
is illustrated by the loan contracts totaling 
$38,239,000 for 22 low-rent and slum clear- 
ance projects for 8,331 low-income families. 
These projects approved within the last 
several weeks are of an immediate Defense- 
aid nature. The Defense projects are: 

Cincinnati, Ohio, four projects, 2,779 
units; Detroit, Mich., four projects, 2,620 
dwellings; Akron, Ohio, two projects, 550 
units; Richmond, Va., two projects, 569 
units; San Francisco, Calif., 250 units; 
Chester, Pa., 350 units; Los Angeles, Calif., 
two projects, 314 units; Shreveport, La., 
270 units; Fort Smith, Ark., 176 units; 
Portsmouth, Ohio, 135 units; Dayton, Ohio, 
110 units; Del Rio, Tex., 128 units; Lake 
Charles, La., 80 units. 


The Cincinnati, Detroit and Akron loan 
approvals were a consolidation of loan con- 
tracts already in force, and did not involve 
any new construction. The new construction 
announced. provides for 12 new developments 
with a total of 2,382 units. 








No. of 

Family 
Location and Name of Project Units Valuation 
Tuscaloosa, Als., Wredericik Court Apts... . co. occ ic dieescsewewis seesaw 15 $ 62,500 
TRCHON, MPie, Wi TUR CRAEO Bee BG coool ik odin 05 ccee cow repeseeesscee 4 165,000 
sacramento, Calit., Mountain Gardens, IME. ....6 56 cece cecaacccasses 24 106,300 
weuth Passdena, Catitl., Mortimer Bie. oisooo Kees cdevcevecivewse 19 72,000 
Denver, Colo., Country Ciub Gardena, TNC... ...cicccicesccvsccecsecs 171 1,036,000 
Bridgeport, Conn., The Putnam Realty CO... . 0. ccccsceccsceeseavess 58 236,000 
Wilmington, Del., Foster Park Housing Corp..............ccecccces 78 428,000 
Crayrueent,. Deb, Cima BG FOO iors esa ois occa cic can tieteceseeeaveen 101 500,000 
Wasnimervon, 5. C., Bere Vilas, TG. aoc cs cas wees cues eewwewins 409 1,730,000 
Amsusta, Ge., POPSET Fe BBs. COP soo. oc cwcces teeccwese teneanw sais 52 255,000 
Hmory University, Ga., Bmory Court Apts., Inc. ...... ccccccscccececs 36 131,500 
Cs. Sac, Fe Min, a a oko e Wikis cee wise eee a rs wee egw ate 32 134,000 
CCR, Takk, Ke NG 6 aos a a, 4 ac gee we do he ees Rees sees 554 3,080,500 
River Forest, Ill., River Forest Garden Apts. Trust................. 128 713,500 
Bunce, TNE. GRCMOSM TOON COE a Sis 5 5:0 a 0060 0 000 68005 46b's wes enue 26 115,000 
Des Moines; Iowan, Windsor Terrace Corps <.. . ....6c sccedis Siena ks bed oe 127 702,000 
DROW COP, Bin OU Pe TIE oon 6:5 on 00 0's 0 ara wate eine ai ee 6600 28 154,000 
Sliver Spring, Bid., Piney BLANcCH APts., TNC. . 0c sso scicsescvcvesn~ees 214 1,020,000 
Dundalk, Md., Dulimore Apartnient Corp ::....... 08 fois cess eke ie slees 48 237,500 
Dundalk, Md. Theerty Park BMousing Corp... ... . s.«i.sis sccwe hanes Seis 136 577,000 
Co eT ee a rr ee ee eee 168 796,000 
Minneapolis, Minn., Dean Terrace Apts., INC... .. ccc cccccccccccecs 32 188,000 
Jefferson City, Mo., Salvi-Rolugra Realty Co... ...ccccccvesecccccce 57 235,000 
CORES, Fe; a SS, WI, ES oo ooo oc tic oe SSO RS Ces Oe Ne bee mS 101 609,000 
FEeVeraaie, BF, F.- Pee ree We BG eo ko obo 0 ec cie cess Helerewaw winks wrere 272 1,765,000 
eon Dl. es) See Seas, BID 6 66.6 ois Ka rece wiwewencwnecewceen'es 76 319,000 
RI, TE. FH Se, Ws Bk. oS ot aicew woe dew R Leh cadeadanien 149 755,500 
po ee ee ee ee ee eee ee = 212 1,052,000 
Pe Ae PN ea ere rere 60 229,000 
Kenmore, N.T., Bari Garaeme Apts... 26 oo. c.5.cc6ic ces ccs cess ceesvicese 48 254,000 
Kew Gardens, L. I., N. Y., Kew Gardens Hills Hous. Assoc.......... 422 2,395,000 
Jamaica, » N. ¥., Briarwood Terrace, Inc... .....ceeccseees hs omer 120 645,000 
Belawin, We. Y., Twat. GRPACRE COP. oo oe 5 ec co 00 we eicwsieweeced 160 750,000 
Tuckahoe, N. Y., Villa-Laken Corp... ..cecsscccesecesecscecesesees 525 2,805,000 
White Piains, N. ¥., Westchester River Park, Tne «0 c...c so. 606005 vicewee 145 743,000 
White Piaine, N.. FT... Surrey-ParatRmore Corp. cocci i cveciwesivcees 166 1,004,000 
Tarrytown, N.. ¥., Windle Park Realty Corp. c.....6 so ecicdeliew st 6% wiee ois 25 95,500 
Grésnbarens. We. Tg ce re OTe ACs. TRC. o.oo 8 civics ©. 0:0)0s cho wieles cease 61 348,000 
Bi i ae err re rt. ee eee 174 795,000 
Wilmington, N. C.. New Manever Hous. COP. oc 6c ciisacec ssises views 72 332,000 
Chatiotte, Th. ©... Crete TRO, Be. oioic soos dieegte cus weewwees 30 106,400 
Ralcien. i. C.. COWS CHO BCR, PRG ein 6. wikia Sw ereesewcossmede 76 297,500 
Greensboro, W..C., Wertover Tartmee Aptis oo... 656 ose bis 0 oretle wie e'cas 100 370,000 
i | a ee eres tor ee ee Po a 19 88,000 
Bartiesville, Oxla., FICE APATUMENH, INC ......,0.60:0icse sees owes sees 25 102,000 
POPrtiane. OFe., PEG. FIG Pe OR sc 2 oon sicd 90:46 00's ceed Wile baie bielecrielelas 92 427,000 
Py oO er ee ee ey 42 230,000 
Yoadon, Pa., Cotontal Gardens Apts. COPD. « «<< 2 siciciseie hase sre.010 tee wees 186 855,000 
Aré@more, Pa., St. Georges Apartment Corp. ..... 08. cc scccwcceccteses 61 393,000 
Phiiadeipiia. Pa., Montoer Comst Ce., TRS. ove oo essen ebinw selec sic e pi 18 72,500 
Philadeiphia, Pa., Franklin PAPE, BNC. 2 6.6.56 sce oe hoses newee 00s ssesee 61 307,000 
Nartherth;. Pa., 1668. Mareerce BVve, Cory... 5... 6 cin dvcis n605 a nemeconss 15 86,000 
Potintown. Pa.,. PCO Bi: BAC iis cece ey 00.5 ceins dies ces o:4e-a8' 6 eels 30 110,000 
Rapid City, S. D., Hillcrest Terrace Corp.............ceccccsccccees 46 147,250 
Knoxville, Tenn., Gequoyah Village, ING. ........ 6 eves scsiseweees ce vss 136 625,000 
Dallas, Texas, Jones & Jone, INC... ..csecseescccccccccevcseveccecs 9 42,600 
Arlington, Va., Fifth Buckingham Comm. Annex...............+.4- 176 763,500 
Richmond, Va. John Bolle COln, «..- 0 90sec ee tecienebecsewsescses 10 55,000 
Wrederickabure, Va., enmore Apts.,.. INC. 2. 06 i ccicceweewihivveceae 18 77,600 
Milwaukee, Wisc., 1609 Prospect Ave. CO......... cece sesccccccces 55 326,700 
Milwaukee, Wisc., Martin-Hawley Realty Co..........seeesee eens 18 82,750 
6,568 $33,135,600 
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(©) HERE IS 
i. APOPULAR 


FAST SELLING 


xe 


a hinge that they are all talking and 
asking about. It meets the present 
day demand for streamline design 
(a hinge that is out of sight—out of 


~~ (Oss 


INVISIBLE HINGES 


Different—novel—practical—appealing. Be 
ready for our national advertising 
House Beautiful, American Home, etc., 
etc. Millions in use for doors, folding 
partitions, casement windows, cupboard 
doors, furniture, etc. And—we cooperate 
and help you. Write today for our Re- 
sale Proposition. 





SOSS MANUFACTURING CO. 
ROSELLE, N. J. 


657 E. First Avenue 


At every 
“CORNER” 
There's Profit 
for You! 





Save valuable time on every Asbestos 
Siding job. Profit from using “KOKOMO 
KORNERS.” individual corner strips. Sim- 
plifies fitting at corners and along window 
and door frames, improves appearance, 
gives added protection. Made of oxidized 
zinc . . . will not stain. Lengths suitable 
for any Asbestos Siding Shingle. For com- 
plete details write 


DOUBLE GRIP BRASS CLIP CO. 
211 S. Main Street |. @e) aelni loom lated 








LEMIEUX BROS., INC. 


FORESTERS --- TIMBER ESTIMATO"S 
APPRAISERS --- CIVIL ENGINEERS 
410-11 Maritime Bidg. NEW ORLEANS, LA. 
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Private Building for Defense Needs 


New York, N. Y., Nov. 12.—Defense 
housing should be of permanent, not tem- 
porary construction; it should be concen- 
trated in the low-price field; and Govern- 
ment should make every effort to aid and 
stimulate private building before starting 
direct operations itself. Such are some of 
the major conclusions in a special research 
report, “Housing for Defense,” which is 
being published by The Twentieth Century 
Fund. 

The Committee that prepared the report 
urges that the Government promptly formu- 
late a national housing policy and make its 
provisions “clearly and widely known.” 

The Committee recommends houses of 
durable, “permanent” construction, rather 
than temporary or makeshift expedients. The 
report points out that housing of any kind 
“must assure protection from wind, rain, 
cold, heat and snow” and “must be suitable 
for normal family life,” and says that any 
“temporary” housing meeting these require- 
ments “can have but little advantage either 
in cost or time of erection.” The report 
further warns that “the ultimate removal of 
‘temporary’ housing is always doubtful” and 
too often the net result is to “leave an 
aftermath of blight and slum.” 

The Committee says the great need of the 
present emergency is for low-priced housing. 
The research report shows that for a typical 
group of Defense industries, about 30 percent 
of the workers will be making an average of 
$50 per week; another 40 percent of the 
workers will average $29 weekly; and the 
remaining 30 percent about $20 weekly. The 
needed housing will have to be suitable for 
income ranges such as these. “More specifi- 
cally,” says the report, “this means a house 
which should fall in a cost range of from 
$2,500 to $4,000, including land, for at least 
a two bedroom unit, with corresponding 
monthly rentals of $20 to $35 without light 
or fuel.” 

The Committee recommends “use of mate- 
rials which are least competitive with the 
requirements of the Defense industries; and 
simplified and standardized methods of con- 
struction, which reduce labor and material 
waste, conserve the amount of skilled labor 
required for construction, and cut down the 
usual erection time.” 


On the question of whether Government 
or private industry should supply the greater 
part of Defense housing, the Committee says 
that Government policy should “encourage 
the continuance of private building effort 
over a wide area”; and the Government it- 
self “should enter upon any phase of direct 
operation only on good evidence that private 
means are no longer available for, or capable 
of meeting the need.” 

To promote the continued participation of 
private lending institutions in financing 
houses, the Committee recommends “the ex- 
tension for the period of the emergency of 
the power of the Federal Housing Adminis- 
tration to insure loans on new construction 
of small houses.” Also, where local financing 
facilities are insufficient, the Committee rec- 
ommends “the investment by the Home 
Owners’ Loan Corp. in the accounts of mem- 
ber institutions of the Federal Home Loan 


Bank System up to the limit of the amount 
now provided by law.” 

In some communities where greater risks 
cause investors to be reluctant to lend funds, 
or where funds are not available, the Com- 
mittee recommends that “the Reconstruction 
Finance Corp. Mortgage Co. itself should 
make first mortgage loans on small houses 
erected subject to the provisions of the Na- 
tional Housing Act” and also “the Federal 
National Mortgage Association, or the RFC 
Mortgage Co. should make first mortgage 
loans on rental housing properties suitable 
for Defense workers.” As a further source 
of supply “it is recommended that the Home 
Owners’ Loan Corp. carry out a program 
of repair and conversion of suitable fore- 
closed properties to help meet Defense 
needs.” 

Where the concentration or expansion of 
Defense activities goes far beyond normal 
levels, and the Government, therefore, will 
have to undertake direct housing operations, 
the Committee believes that the United 
States Housing Authority should hold to 
“its original program of aiding local authori- 
ties in providing housing for families whose 
incomes place them clearly beyond the reach 
of other methods. It is recommended that 
the Authority concentrate its efforts on those 
communities of high Defense activity, where 
a need for this type of housing is likely to 
continue after the emergency.” 





Use of Pre-Cut Pine Speeds 
Construction of Army Camps 


New Orteans, La., Nov. 9.—Records for 
rapid construction made at two Army can- 
tonments—Camp Shelby, at Hattiesburg, 
Miss., and Camp McClellan, at Anniston, 
Ala., designed to house respectively 42,000 
and 20,000 troops—have been attributed by 
contractors in large part to the prompt de- 
livery of lumber by southern pine manufac- 
turers, to the pre-cutting to exact sizes by 
machines, and to the assembling and nailing 
together, or pre-fabricating, certain portions 
of the buildings in units. Contractors at 
Camp Shelby are pre-fabricating the tent 
floors before delivery to the site. The tent 
floors are pre-cut and nailed together on the 
outskirts of Hattiesburg, and are delivered 
to the camp completely assembled and ready 
for placing on the foundations. Many of the 
tent-frames also are pre-cut, and the struc- 
tures are erected quickly by the carpenters. At 
Camp McClellan, pre-cut southern pine is 
being used for building tent-frames, mess 
halls and certain other buildings which are 
identical in size and plan. The firm that 
purchases the lumber for the camp contrac- 
tors, buys standard lengths and cuts each 
piece with modern machines to the correct 
size, so that carpenters have no sawing to 
do on the job. The lumber-purchasing firm 
worked out its cutting schedules from War 
Department plans for the buildings. Short 


lengths of lumber are utilized for flooring and 
side of tents, and for the frames above the 
sides—pieces of 2 x 4-inch as small as six 
inches in length are used. Short lengths of 
2 x 4-inch also are used in the framing of 
Use of pre-cutting and pre-fab- 


mess halls. 


ricating methods saves labor costs. Use of 
short lengths makes for economy in material 
costs. More than 30 million feet of southern 
pine lumber is being used at Camp Shelby, 
and more than 15 million feet at Camp Mc- 
Clellan. Secretary-Manager H. C. Berckes, 
of the Southern Pine Association, states that 
Army officers and camp contractors have ex- 
pressed high praise of the southern pine man- 
ufacturers for their promptness in delivering 
the vast quantities of lumber required for 
cantonments. 





Buys at Seattle for Four Large 


Projects 


SEATTLE, WASH., Nov. 9.—E. J. Evoy, 
procurement branch, construction division, 
Quartermaster Corps, Washington, D. C., 
with three assistants on Thursday opened a 
temporary office on CPR pier 11-B to receive 
lumbermen—and in four days time award 
orders aggregating 41,000,000 feet, valued at 
approximately $2,000,000, not including mill- 
work. On Thursday, Mr. McEvoy awarded 
contracts for all lumber required for San 
Diego, Calif., or for 11,000,000 feet in round 
numbers, for about $458,000. Yesterday 25,- 
000,000 feet was bought for Camp Nacien- 
ento, in southern California. This morning 
some 3,500,000 feet is being put on order for 
the Portland airport in Oregon. On Monday, 
the millwork is expected to be placed. Sixty 
bidders participated. Harold Crane, Balti- 
more wholesaler, came by plane. Prices paid 
differed up to as high as $7 to $9 in some 
instances. Some describe the procedure as 
auctioning off orders. Bidders generally liked 
the system. 





Lumbermen Discuss Old Times 


TacomMAa, WaAsH., Nov. 12.—Thirteen 
members of the Southwest Washington Lum- 
ber Association, the State’s pioneer organi- 
zation of its kind, held their fortieth annual 
meeting at the Tacoma Hotel here recently. 

Talking over the “old days,” were H. W. 
Stutchell of the Eclipse Mill Co., Everett, 
who was elected president by acclamation, 
and C. S. Gilchrist of Seattle, secretary of 
the group. 





Southwesterners Discuss 
Legislation 


Superior, NEsBR., Nov. 9.—About seventy- 
five lumber dealers from northern Kansas 
and southern Nebraska attended a meeting 
of the Southwestern Lumbermen’s Associa- 
tion at the Nebraskan hotel recently. 

Following the dinner, there were talks by 
several well known lumbermen, among them 
being President Geo. D. Tubbs of Norton, 
Kans., and Secretary-manager Ernest Woods 
of Kansas City. 

Paul C. Larsen, former president of the 
Nebraska Lumber Merchants’ Association, 
discussed legislation affecting the lumber 
dealers. Short talks were also made by Alan 
Flint, secretary of the Mountain States 
Lumber Dealers’ Association, and J. B. EIl- 
liott of Kearney, president of the Nebraska 
Lumber Merchants’ Association. 
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Associations’ Plans and Activities 


Large Attendance Features CRLA 
Annual Convention. 


SANTA BARBARA, CALIF., Nov. 12.—A 
large and enthusiastic attendance featured the 
21st annual convention of the California Re- 
tail Lumbermen’s Association which was 
held here Novy. 7-8 at the Biltmore Hotel. 
More than 400 delegates had registered at 
the opening session Thursday afternoon 
when the convention was called to order by 
President Ray Clotfelter. 

Serious business of the convention was 
preceded by a luncheon, and a diving ex- 
hibition in the Coral Casino. Speakers in 
the afternoon session included I. N. Tate, 
vice president, Weyerhaeuser Sales Co., who 
spoke on “Lumber’s Highest Hurdle.” Min- 
imum moisture content regulations of the 
FHA were also discussed, as were probable 
effects of the governmental Defense program 
on the lumber market. 

Thomas J. Dixon, past president of the 
California Savings & Loan League, spoke 
on closer cooperation between building and 
loan associations and retail lumber dealers. 
His address was titled, “Changing Condi- 
tions in the Savings and Loan Business.” 
George McClellan, noted traveler of Santa 
Barbara, addressed the delegates on world 
affairs, and F. Dean Prescott, executive 
committee, National Retail Lumber Dealers’ 
Association, spoke on the activities of that 
organization. 

Featured on the program the second day 
of the convention was an address by Roy 
Wenzlick of St. Louis, construction and 
realty analyst. Declaring that the national 
defense program will be the “biggest shot 
in the arm” that business has ever had, 
Wenzlick predicted increasing prosperity 
during the next half decade. 

Highlights of Wenzlick’s predictions were: 
there will be a real estate boom which nor- 
mally would reach its height in 1944, but 
which because of rearmament, may be de- 
layed until 1945-46. Unionization of build- 
ing labor will become general, with increased 
labor costs resulting; mortgage rates will 
increase. Mr. Wenzlick stressed the point 
that all lumbermen should advise all persons 
planning to build their own homes to let the 
contracts as soon as possible. 

The two day convention of the association, 
which was attended by delegates from all 
parts of the state, drew to a close Friday 
night with a dinner dance and entertain- 
ment in the main dining room of the Bilt- 
more Hotel, where all the convention ses- 
sions were held. 





Northeast Missouri Lumbermen 


Meet, Elect Officers 


Mexico, Mo., Nov. 12.—The 29th annual 
convention of the Northeast Missouri Lum- 
bermen’s Association was held at the Hoxsey 
Hotel here Nov. 2. An address of welcome 
was given by Mayor Gus Graham, and the 
afternoon session was featured by a talk by 
Frank Stoll, “The Gypsy Peddler Problem.” 
There was a dealer discussion, “Our Own 


Problem,” and the election of officers con- 
cluded the afternoon session. 

After the banquet and some entertainment 
at the evening session, there was an address 
by H. C. Rethwisch, coordinator, State De- 
partment of Public Schools, “In Tune with 
the Modern Tempo.” New officers who were 
elected were: Sam Arnold, Kirksville, presi- 
dent; Ralph Coatsworth, Mexico, vice presi- 
dent, and Charles Kemper, Troy, secretary- 
treasurer. 





National Wooden Box Association 
Has Joint Meeting 


SAN FRANCISCO, CALIF., Nov. 12.—Assem- 
bling on successive days in the French 
Room of the Palace Hotel here, the National 
Wooden Box Association and the Pacific 
Division of the Association held their semi- 
annual (western) convention and _ third 
(1940) tri-annual meeting, respectively, No- 
vember 7 and 8. 

The first day of the conclave was given 
over to the business of the Pacific Division 
with President Irving E. Kesterson, Kla- 
math Falls, Ore., presiding and assisted by 
Secretary-manager Jack H. Dobbin, San 


Francisco. Business of the National Wooden 
Box Association took up the second day 
with President W. A. Finnegan, Bangor, 
Maine, acting as chairman and Secretary- 
manager C. D. Hudson, Washington, D. C., 
in attendance. 

Voicing a sentiment that was echoed and 
reechoed throughout the two day convention 
of leaders in the wooden box industry, Presi- 
dent Kesterson of the Pacific Division, in 
his report, pointed out that economic adjust- 
ments are inevitable; that the industry must 
meet the changing order with strength and 
solidarity. 

Following a reminiscence of the affairs of 
the wooden box industry from his long as- 
sociation with the far eastern branch, Presi- 
dent Finnegan of the National Wooden Box 
Association, in his report, dwelt on the 
constant changing order confronting the in- 
dustry. 

Reports from the regional associations of 
the National Wooden Box Association in- 
dicated the industry had enjoyed an increase 
in the volume of business during the past 
year ranging from 5 to 30 percent in the 
various areas, and that while some districts 
were anticipating new business from the 
national defense program there was as yet 
very little on the books. 
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HEPHERD LUMBER CORPORATION 


MILLS AT McRAE, GEORGIA and MONTGOMERY, ALABAMA 


MANUFACTURERS and 
WHOLESALERS of 


Yellow Pine and Hardwoods 


Timbers, Rough and Dressed, up to 18x 30-40 . . . Plank 

..~ Dimension ... Boards... Flooring . . . Kiln-Dried Finish 

.. . Ceiling . . . Siding . . . Railroad and Car Material. 
Material from both mills Grade-Marked if desired 





ADDRESS INQUIRIES TO BOX 139, MONTGOMERY, ALABAMA 
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Veneer Package Standards 
Discussed 


MemMPHIs, TENN., Nov. 13.—The Ameri- 
can Veneer Package Association, conclud- 
ing its fifteenth annual convention here to- 
day, voted to dispense with its officers in 
the future and to vest authority in its board 
of directors, with Robert W. Davis, secre- 
tary-manager, as the executive official. Mr. 
Davis is domiciled at Washington. The re- 
tiring president was Howard Corbett, of 
Wilmington, N. C. 

Extended discussion was had over the 
proposed changes in veneer basket and con- 
tainer standards. 

The veneer package manufacturers heard 
Thomas D. Perry, of Philadelphia, discuss 
the great field of opportunity that lay in 
the manufacture of waterproof and weather- 
proof plywoods. These, Mr. Perry said, 
may now be used in the building of boats, 
airplanes, preconstructed houses, roofing and 
all outdoor purposes. 

Ralph E. Hill, secretary-manager of the 
National Oak Flooring Manufacturers As- 
sociation, talked on sound merchandising 
policies, and urged the manufacturers to 
properly evaluate their product. 





Canadian Lumbermen Hear 
Speech by Timber Controller 


Toronto, Ont., Nov. 11.—An important 
meeting of softwood lumbermen from all 
parts of Canada to hear an address by H. R. 
MacMillan, timber controller for Canada, 
was held at the Chateau Laurier, Ottawa, 
Nov. 2. 

Referring to figures, Mr. MacMillan 
reported that the total purchases of the 
Government since the war started were 
roughly 369,000,000 feet of lumber. This 
went into 4,994 buildings, 130 camps. The 
purchases included 400 carloads of shingles, 
70 percent from British Columbia and 30 
percent from Eastern Canada. Some 300,- 
000,000 feet of hardwood flooring had been 
purchased. 32,000,000 feet of zinc chloride 
treated fir had been purchased for manufac- 
turing trusses for airplane hangars. 
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Northern Hemlock & Hardwood 


Manufacturers Convene 


A crowded program of discussions on sub- 
jects pertinent to their industry held the at- 
tention of about thirty members of the 
Northern Hemlock and Hardwood Manufac- 
turers’ Association at the fall meeting in 
Milwaukee on November 1. 

J. S. Landon, Ironwood, Mich., association 
president, called the meeting to order 
promptly at ten o'clock, and introduced W. 
A. Holt, Oconto, Wis., who reported on a 
trip he had just made to Washington, D. C., 
for the association. Mr. Holt had made the 
trip for the purpose of trading information 
with authorities in an attempt by both parties 
to arrive at equitable operation proced- 
ure for the Walsh Healey Act in its applica- 
tion to producers of lumber and manufactur- 
ers of forest products. He reported that the 
authorities in Washington were very reason- 
able, and were desirous of receiving and 
acting upon recommendations from lumber- 
men. 

At the meeting which Mr. Holt attended 
definite decisions were held in abeyance pend- 
ing receipt from lumbermen of information 
regarding what they want done. 

O. T. Swan, Oshkosh, Wis., association 
secretary, briefly explained a detailed report 
of hardwood market trends and industry use 
of the species of hardwood produced by as- 
sociation members. Bound copies of the re- 
port were given to each member present. R. 
B. Goodman, Marinette, Wis., called atten- 
tion specifically to several items in the re- 
port, and elaborated on them to indicate their 
significance to the industry. 

Armin Elmendorf, The Elmendorf Corp., 
Chicago, spoke at length on research activi- 
ties being conducted by a number of agencies 
for the purpose of increasing hardwood usage 
in the form of new products. The speaker 
displayed some of these products, including a 
new form of insulating tile and a new type 
of hardwood floor. He presented the details 
of a broad program for hardwood research 
and development. 

Immediately following Mr. Elmendorf, the 
meeting adjourned for lunch in an adjoining 








View of the roof deck of the Hampton Beach Bath House, Hampton Beach, N. H., on which a Carey 
“Elastite’ Asphalt Tile floor has been applied. The material is manufactured by The Philip Carey 
Co., Lockland, Cincinnati, Ohio, in standard red or standard black blocks, 12x!2 or 12x24 inches 
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room. Here, the group was addressed by 
C. H. Stoddard, Jr., Milwaukee, with a re- 
port of the Wisconsin Section Committee of 
the Society of American Foresters, on mini- 
mum reforestation requirements and State 
legislation relating thereto. 

At the final session in the afternoon, Har- 
old Crosby, association staff member, deliv- 
ered a graphic account of Government lum- 
ber purchasing problems and methods, and 
probable Government needs for defense and 
other activities. 

The last speaker was F. M. Ducker, asso- 
ciation traffic expert, whose report indicated 
that the solution of current problems is pro- 
gressing satisfactorily. 





Eastern Ontario Retail Lumber 
Dealers Elect Officers 


Toronto, Ont., Nov. 9.—The annual meet- 
ing of the Eastern Ontario Retail Lumber 
Dealers’ Association was held in the Chateau 
Laurier, Ottawa, on Nov. 7. E. Keith Dav- 
idson, Ottawa, president of the association, 
occupied the chair. O. J. O’Byrne, secre- 
tary, was unable to atténd because of illness. 
His place was taken by Phil T. Davis, Ot- 
tawa. 

During the morning session, the chairman 
appointed a nominating committee consist- 
ing of C. J. Mahoney, Ottawa; Wallace 
Carkner, Kenmore; and Gordon Thom, 
Smith’s Falls, and asked them to bring in a 
report in the afternoon. They did so, and 
the election of officers resulted as follows: 
Ian MacLachlan, Kingston, president; P. T. 
Davis, Ottawa, vice president, and W. R. 
Allan, Kingston, secretary. 

On the invitation of the chairman, a re- 
port of the activities of the Ontario Retail 
Lumber Dealers’ Association, was made by 
Horace Boultbee, secretary-manager. He 
reported that a retail price list of doors and 
sash had been published by the door and 
sash manufacturers. 

L. R. Wright, Toronto, gave a talk on 
lumber trade conditions. According to re- 
cent figures, he said, construction contracts 
awarded so far this year showed a gain of 
$275,000,000.00. This was a gain of about 
about 66 per cent over last year, owing to 
Government war time requirements. 

D. Kemp Edwards, Ottawa, gave a talk 
on accident prevention and first aid work, 
followed by E. Keith Davidson, also an en- 
thusiast on this important line of activity. 
W. J. LeClair, manager of the White Pine 
Bureau, the Canadian Hardwood Bureau, 
and the Lumber and Timber Association of 
Ontario gave an address on the great im- 
portance of organization in the lumber in- 
dustry. This concluded the morning session 
and, during the lunch hour, the dealers and 
their guests were given an address by A. S. 
Nicholson, Burlington, assistant timber con- 
troller in the Department of National De- 
fense, who told of the vast amount of lumber 
and wood products’ purchased by the timber 
controller for the Department of National 
Defense. 

At the afternoon session, the new presi- 
dent, Jan MacLachlan, Kingston, was 
called by the retiring chairman to preside. 
A. D. F. Campbell, Arnprior, president of 
the Ontario Retail Lumber Dealers’ Asso- 
ciation, was invited to give a talk upon some 
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of the matters occupying the attention of the 
O.R.L.D.A. Mr. Campbell devoted most of 
his time to a discussion of the National 
Housing Act. 

M. M. Walker, eastern Canadian field en- 
gineer for the Red Cedar Shingle Bureau, 
B. C. Division, spoke on the use of red 
cedar shingles, followed by a discussion 
among the dealers. 





National Lumber Manufacturers 
Announce Plans 


Wasuincton, D. C., Nov. 12.—The an- 
nual meeting of the National Lumber Man- 
ufacturers’ Association has been set for Mon- 
day and Tuesday, November 18-19, at the 
Blackstone Hotel, Chicago. Although a de- 
tailed program has not yet been released, 
it is expected that there will be a general 
meeting of all stockholders, directors, com- 
mittee members and delegates, at 10 o’clock 
Monday morning, November 18, followed im- 
mediately by separate meetings of commit- 
tees on Forest Conservation, Trade Promo- 
tion, Nominations and Recommendations, 
and Timber Engineering Company. 

The afternoon of November 18 and the 
morning of November 19 are planned to be 
devoted to a general meeting for the con- 
sideration of trade promotion and research 
opportunities. 

The annual meeting of the stockholders 
and directors will be held in the afternoon, 
Tuesday, November 19. 

It is expected that a great deal of im- 
portant new business concerning national 
defense, improved statistical and information 
services, trade promotion and research, pend- 
ing and prospective forest legislation and 
cooperation with public agencies in small 
homes building will come up before the 
meetings. 





Northeastern Oklahoma Dealers 
Have Meeting 


Tusa, OKLA., Nov. 12.—Wholesale prices 
of the various kinds of lumber used in the 
building industry will probably be stabilized 
at about present levels, E. E. Woods, Kan- 
sas City, secretary-manager of the South- 
western Lumbermen’s Association, stated 
recently in addressing a meeting of the North- 
eastern Oklahoma Lumber Dealers’ Associa- 
tion held in the Junior ballroom of the Ho- 
tel Tulsa. 

The association official said that too much 
public emphasis has been placed on the rise 
in lumber prices, the fact being that on a 
$4,500 house the lumber is now costing only 
$150 more than three months ago. This 
slight cost increase should have little effect 
on building operations, in his opinion. 

Mrs. Martha Calkins addressed the group 
in support of a legislative program which 
seeks to eliminate the fly-by-night trucker 
from the retail lumber and other businesses. 
She explained the campaign which is now 
being staged. 

About 300 lumber dealers attended the 
afternoon meeting which was given over to 
a general discussion of lumber problems. At 
the conclusion of the session the visiting 
dealers were guests of the Jamat club for a 
dinner and entertainment. 
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Coming Conventions 


Nov. 18-20—National Lumber Manufac- 


turers’ Association, Blackstone Hotel, 


Chicago. Annual. 


Nov. 26—Appalachian Hardwood Manu- 
facturers, Inc., Gibson Hotel, Cincinnati, 
Ohio. Annual. 


Dec. 4—Lumber Dealers’ Association of 
Connecticut, Hotel Taft, New Haven, 
Conn. Annual. 


Dec. 4—Southern Cypress Manufacturers’ 
Association, Mayflower Hotel, Jackson- 
ville, Fla. Semi-annual. 


Dec. 4—New Jersey*Lumbermen’s Associa- 
tion, Robert Treat Hotel, Newark, N. J. 
Annual. 


Dec. 4—Northwestern Hardwood Lumber- 
men’s Association, Radisson Hotel, Min- 
neapolis, Minn. Annual. 


Dec. 7—Massachusetts Retail Lumber 
Dealers’ Association, Hotel Somerset, 
Boston, Mass. Annual. 


Dec. 12-14—-Western Forestry & Conserva- 
tion Association, Portland, Ore. Annual. 


Dec. 19-21—Society of American Foresters, 
Mayflower Hotel, Washington, D. C. 
Annual. 


Jan. 7-9—Indiana Lumber & Builders’ 
Supply Association, Claypool Hotel, In- 
dianapolis, Ind. Annual. 


Jan. 8—New England Wholesale Lumber 
Association, University Club, Boston, 
Mass. Annual. 


Jan. 14-16—Northwestern Lumbermen’s 
Association, Minneapolis Auditorium, 
Minneapolis, Minn. Annual. 


Jan. 14-16—Middle Atlantic Lumbermen’s 
Association, Bellevue - Stratford Hotel, 
Philadelphia, Pa. Annual. 


Jan. 15-16—Carolina Lumber & Building 
Supply Association, Hotel Charlotte, 
Charlotte, N. C. Annual. 


Jan. 20-22—-Mountain States Lumber Deal- 
ers’ Association, Shirley-Savoy Hotel, 
Denver, Colo. Annual. 


Jan. 21-23—Northeastern Retail Lumber- 
men’s Association, Hotel Pennsylvania, 
New York, N. Y. Annual. 


Jan. 21-23—Kentucky Lumber & Supply 
Association, Brown Hotel, Louisville, 
Ky. Annual. 


Jan. 28-30— Southwestern Lumbermen’s 
Association, Municipal Forum, Wichita, 
Kan. Annual. 


Jan. 29-31—Ohio Association of Retail 
Lumber Dealers, Neil House, Columbus, 
Ohio. 


Feb. 4-6—Michigan Retail Lumber Deal- 
ers’ Association, Pantlind Hotel, Grand 
Rapids, Mich. Annual. 


Feb. 4-6—American Wood Preservers’ As- 
sociation, Brown Hotel, Louisville, Ky. 
Annual. 


Feb. 5-7—Iowa Retail Lumbermen’s Asso- 
ciation’s Eighth Annual Merchandising 
Clinic, Des Moines Coliseum, Des Moines, 
Iowa. Annual. 


Feb. 5-7—Lumber Dealers’ Association of 
Western Pennsylvania, William Penn 
Hotel, Pittsburgh, Pa. Annual. 


Feb. 10-12—West Virginia Lumber & 
Builders’ Supply Dealers’ Association, 
West Virginian Hotel, Bluefield, West 
Va. Annual. 


Feb. 11-13—Illinois Lumber & Material 
Dealers’ Association, Stevens Hotel, Chi- 
cago. Annual. 


Feb. 19-21— Virginia Building Material 
Association, Hotel John Marshall, Rich- 
mond, Va. Annual. 


Feb. 20-22—Western Retail Lumbermen’s 
Association, Olympic Hotel, Seattle, 
Wash. Annual. 


Feb. 26-28—Nebraska Lumber Merchants’ 
Association, Omaha Municipal Audi- 
torium, Omaha, Neb. Annual. 
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RIGHT!!! 
In Principle, 


and Performance 


Gas For Heating Has 
Special Advantages ! ! ! 





The PEERLESS GAS-FIRED FLOOR FURNACE 
is scientifically designed to economically 
make the best use of all of the advantages 
of Gas Heating. 


No Basement Requiredlll 
Clean, Safe, Automatic Heat. 


PEERLESS MANUFACTURING CORP. 


Incorporated 


Louisville Kentucky 














BESTO Wins 


Profits for YOU, 
Mr. Dealer 


ROOFS NEED ABESTO 


There never was a better time than NOW to 
get started selling Abesto! For Roofing, Re- 
coating, Repairing, there’s nothing so good 
as Abesto. It has extraordinary quality. Has 
a viscoroid base, is applied cold—eliminating 
hot kettles, hot mopping, fire hazard, scorched 
felts, coked asphalts. Holes and cracks se- 
eurely sealed. Adds years of service to old 
roofs. Stock Abesto now. Start reaping the 
profits. Don’t neglect this opportunity. SEND 
TODAY FOR THE ABESTO CIRCULAR. 


Abesto Mfg. Co., Michigan City, Ind. 





LUMBERMEN! 
Write now for our catalog telling 
about our books ther'll 
HELP YOU MAKE MONEY 


AMERICAN 431 S. Dearborn St. 
LUMBERMAN Chicago, Ill. 
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YARD, MILL and OFFICE 


Newsy Notes of Persons and Places 








W. R. Warner, manager of the Southern 
Lumber Co., Warren, Ark., was in Buffalo, 
N. Y., on a week’s vacation recently. 


Lea Bronson, prominent Tacoma, Wash., 
lumberman and a widely known rose fancier, 
has been elected treasurer of the Tacoma 
Rose Society. 


Norton Clapp, secretary of the Weyer- 
haeuser Timber Co., has been reelected sec- 
retary of the board of trustees of the College 
of Puget Sound in Tacoma, Wash. 


James P. Brodtmann, sates representative 
of the Gulf State Creosoting Co., has been 
named chairman of the New Orleans Hous- 
ing Authority. Mr. Brodtmann is_ well 
known in lumber trade circles. 


Philip Garland, vice president and general 
manager of the Oregon-Washington Ply- 
wood Co., addressed the Tacoma, Wash., 


Kiwanis club November 5, on employer- 
employe relations. 


George R. Hicks, president, Bowman- 
Hicks Lumber Co., Kansas City, Mo., was 
a recent visitor to Wallowa, Ore., on a brief 
business trip in connection with the com- 
pany’s mill at Wallowa. 


Roderic C. Olzendam, public relations 
director for the Weyerhaeuser Timber Co., 
spoke on “Public Relations” at a dinner 
meeting of the Tacoma Bar Association at 
the Tacoma Hotel November 1. 


Chet Perry, manager of the Perry Lum- 
ber Co. of Holdrege, Arapahoe, Nebr., was 
recently elected president of the Arapahoe 
Commercial Club for the year 1941. He will 
take over his duties of office at the first 
meeting in January. 


Frederick J. Hughes has taken over the 
Pittsburgh territory for the R. T. Jones 
Lumber Co., North Tonawanda. Mr. 
Hughes was formerly in the wholesale lum- 
ber business and has been with the R. T. 
Jones Co. about two years. He will make 
his headquarters in Pittsburgh. 


Walter J. Ryan, of the engineering staff 
of the Weyerhaeuser Timber Co., and promi- 
nent as an aviation enthusiast, has been 
named by Mayor Harry P. Cain of Tacoma, 
Wash., as a member of a three man com- 
mittee to consider ways and means for 
obtaining a municipal airport for Tacoma. 


Mr. and Mrs. John Davidson, of Smith’s 
Falls, Ont., celebrated their golden wedding 
on Nov. 5 and were at home to 200 guests. 
Mr. Davidson is one of the best known 
lumbermen in eastern Canada. Both he and 
his wife have been active in fraternal and 
other organizations, and Mr. Davidson has 
served on the town council and as mayor. 


Recent roving Californians on business 
and/or pleasure: Ed Brush, sales manager, 
Loop Lumber Co., San Francisco, to New 
York and Florida; George R. Kendrick, 
manager of California sales division, Pope 
& Talbot Lumber Co., San Francisco, to 
Pacific Northwest; Paul Revert, Red River 


Lumber Co., Los Angeles, to middlewest and 
south; Charles R. McCormick, McCormick 
Piling & Lumber Co., San Francisco, Pacific 
Northwest; Don Philips, Lawrence-Philips 
Lumber Co., Los Angeles, Pacific North- 
west; Rody Mulholland, California Panel & 
Veneer Co., Los Angeles, to east by plane; 
T. H. Hudson, Hudson-Bonney Lumber 
Co., Glendale, to Salt Lake City; Amos 
Geib, Geib Lumber Co., Huntington Park, 
to Minnesota; A. A. Frost, Frost Hardwood 
Lumber Co., San Diego, to Central and 
South America, accompanied by son. 





Dealer Establishes Unusual 
Record of Active Service 


SaLt LAKE City, Utan, Nov. 12.—O. D. 
Romney, president and general manager of 
Romney Lumber Company, here celebrated 
his 80th birthday some time ago. Looking 
a man of sixty, Mr. Romney is active and at 
his desk every day. Thrifty qualities from 
pioneer parents were planted early in his 
life, and with this background, he has been 
instrumental in the development of Salt Lake 
City. Succeeding his grandfather and father 
in the lumber business he heads the pioneer 





MR. AND MRS. O. D. ROMNEY 


lumber company of this region. During this 
time, he has kept pace with the changing 
world. 

Mr. Romney has but one hobby: travel. 
He has twice sailed the seven seas and wit- 
nessed the wonders of the world from the 
Midnight Sun in the North to the land of 
the Southern Cross—Australia. His first 
means of travel was the ox team, and his 
latest is the airplane in which he has spanned 
this country in a single day. 

At his side in all things he has done has 
been his wife, who at 78 still graces the 
house which they built 56 years ago. They 
have lived as they planned, they have been 
rewarded for their integrity. 
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Mrs. William B. Conroy, of Jamestown, 
N. Y. answered the telephone in her home a 
short time ago and was informed she 
had won the Pot of Gold radio award of 
$4,600. She doubted this good fortune at 
first, but the family a few days later received 
the money. Mr. Conroy is a lumber inspec- 
tor. 


Miss Esther L. Porter, an employe of 
Dohn, Fischer & Co., Buffalo retail lumber- 
men, went to the bank on Nov. 1 and 
obtained $1,500 for the firm’s payroll. Re- 
turning, she was followed by a young man 
who grabbed her pocketbook and made his 
getaway in an automobile. But he did not 
get the payroll funds, which Miss Porter 
carried in a paper bag under her arm. 


A. T. Bacchus, president of the Bacchus 
Lumber Co. of Vashon, Wash., has pur- 
chased the building formerly occupied by 
a skating rink adjoining his company’s pres- 
ent property. This gives the firm a 230 
foot frontage on the main highway. Mr. 
Bacchus plans to install a quantity of mill- 
work machinery at once to augment his 
company’s facilities. 





RETAIL YARD CHANGES 


SARGENT, Nepr.i—New manager of the 
Dierks Lumber & Coal Co. of Nebraska, at 
Sargent, is Jack Kelly. He and his family 
have come here from Hazard, Nebr. 


Houston, Tex.—W. L. Norris has been 
elected vice president and director of the 
Donaldson Lumber Co. here. Mr. Norris 
joined the Donaldson organization two years 
ago. 


GREENVILLE, TEx.—H. H. Hardin Lumber 
Co. announces the appointment of J. E. Byrd 
as its new manager. Mr. Byrd has been 
in the lumber business in this territory for 
a number of years. 





Georgia Concern Petitions to 
Increase Capitol 


A news item from Augusta, Ga., news- 
papers states that Georgia Hardwood Lum- 
ber Co., with a paid in capital of $250,000, 
has petitioned for the right to increase their 
capital to $1,000,000. The Georgia con- 
cern, with general offices in Augusta, Ga., 
has its own and affiliated mills in the south, 
producing annually over 100,000,000 feet of 
hardwoods, cypress, and yellow pine. They 
have representatives in all principal markets 
in the United States and abroad. 





Former Manufacturer Handles 
Standing Timber 


PorTLAND, OreE., Nov. 12.—Years ago 
from the white pine producing sections of 
Michigan there came to Portland, Ore. a 
white pine manufacturer who was interested 
in the new problems of logging and manu- 
facturing in the Douglas Fir area. 

For many years Fred C. Knapp was a 
well known figure in the then rapidly devel- 
oping Douglas Fir lumber industry. At that 
time Mr. Knapp was president and general 
manager of the Peninsula Lumber Co. of 
Portland. Several years ago, however, Mr. 
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Knapp retired from the lumber manufactur- 
ing business and engaged in the business of 
handling standing timber for operators and 
investors. 

Today many loggers and mill operators 
look to Mr. Knapp for the source of their 
raw material and many timber owners con- 
tract with him for the selling and manage- 
ment of their timber contracts. In his office 
in Portland in the Henry Bldg. he has a 
large investment in government maps and 
county ownership maps covering a_ vast 
amount of territory particularly in Oregon 
and California. 

Mr. Knapp is still the same courteous, 
careful and efficient executive with the same 
deep interest in all phases of the lumber 
industry that he was as a manufacturer. 
He is functioning, however, in a somewhat 
different, although just as interesting and 
important, branch of the business. 





Mid-season Show Reveals 
Trends in Furniture 


Several interesting trends in wood were 
noted at the fall mid-season Home Furnish- 
ings Show held at the American Furniture 
Mart, Oct. 28-Nov. 2, Chicago. Highlights 
of some of the style trends were: walnut in 
medium light heather and fawn tones, 
appearing in pin stripe on many new mod- 
ern groups and in French suites. Mahogany 





Amemcan fiumberman 


was shown in cordovan or piano colored 
finish on modern groups, and in light har- 
vest tones on 18th century suites. Oak was 
observed gaining in popularity, and was 
shown in 18th century and French designs 
as well as modern. Limed and frosted fin- 
ishes were stressed, as well as tweed and 
medium light tones. Birch was shown in 
new parchment finish on French provincial, 
and used on many modern suites. Fruitwood 
is said to be gaining consistently wider 
acceptance, and was shown on many new 
period suites; maple, gaining in popularity 
was shown both in light and traditional 
finishes. 





Cypress Mill Increases Pro- 
duction by Installing New 
Dry Kilns 


PoNCHATOULA, La., Nov. 12.—At its mod- 
ern plant here the Louisiana Cypress Lum- 
ber Co. is kiln drying red cypress lumber 
green from the saw in two kilns of the 
Moore Cross-Circulation make. The com- 
pany’s production of the tidewater cypress, 
long known as the “wood eternal” has been 
increased since the installation of the new 
kilns and results are reported to be satis- 
factory. C. H. Lindsay is general manager 
and Oscar Vinyard is in charge of kiln 
operation at the Louisiana company. 
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Lumbermen Asked to Report 
Big Trees 


Wasuincton, D. C., Nov. 12.—The tree 
aristocrats of America—the largest remain- 
ing specimens of important species—are be- 
ing sought in a nation-wide movement just 
launched by the American Forestry Asso- 
ciation. It will search for the largest oaks, 
pines, elms, sycamores, maples, hemlocks and 
other members of important American tree 
families. It is hoped to discover the nation’s 
largest specimens of more than two hundred 
different kinds of trees. The movement has 
for its ultimate objective the preservation 
of these giants. It is pointed out that such 
a conservation activity will have incalculable 
benefits in establishing a national laboratory 
for tree and forestry studies by this and 
future generations. Furthermore, these old 
monarchs, protected from fire, disease and 
the ax, will stand to the end of their natural 
lives as sources of seed to perpetuate the 
bigness of their species. Lumbermen are 
asked to report the location, ownership, cir- 
cumference of tree at four and a half feet 
above the ground, its estimated height, and 
the spread of its branches. Photographs of 
the giants are also desired. This information, 
along with photographs, should be sent to 
the national headquarters of the American 
Forestry Association, 919 17th Street, 
Northwest, Washington, D. C. 
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Let us supply your needs in quality stock, well-manufactured. 


ti 

- Quincy oF 
1 Quincy Lumber Company, Inc. ““caitiornia ~ 
ge ween fe 
oO. C. MORRIS, SALES MGR. —~ 


SLOAT, CALIFORNIA 


chia o*- 3 


‘VGalel P Vamelicna-li;luhalel. DAMUDG DHOHUC j 


FAST, COURTEOUS SERVICE BY TRUCK and TRAIN 


Straight or Mixed Carload Shipments 


PAMUDO PLYWOOD ... DOORS... FRAMES 
MOULDINGS, SASH & GLASS... WALL BOARD 


LOS ANGELES, California KANSAS CITY, Kansas BALTIMORE, Maryland 
ST. PAUL, Minnesota CHICAGO, Illinois NEWARK, New Jersey. 


PACIFIC MUTUAL DOOR CO., 2"2:;0. 


For Orderly 
Distribution 
to the Trade 















CLUB NEWS 


Memphis Lumbermen Discuss 
Defense Construction 

MEMPHIS, TENN., Nov. 12.—Members of 
the Lumbermen’s Club of Memphis meeting 
recently heard E. R. Linn, secretary-man- 
ager of Southern Hardwood Producers, Inc., 
and Ralph E. Hill, secretary-treasurer of 
the National Oak Flooring Manufacturers’ 
Association, tell of the increasingly important 
part hardwoods are playing in the govern- 
ment’s Defense program. 

Mr. Hill said that 600 houses were being 
built at Fort Knox, Ky., and that a million 
feet of hardwoods would go into their con- 
struction. Mr. Hill told of the vast quanti- 
ties of lumber, hardwoods and softwoods, 
being used to build army camps, stating that 
1,500 feet per man was used in camps and 
cantonments built entirely of wood, and 
825 feet per man where a canvas covering 
was used. 

Mr. Linn said that between 25,000,000 and 
50,000,000 feet of hardwoods are being used 
in army camp building. This, he explained, 
is low grade hardwoods much of which had 
been held by lumber manufacturers for two 
years. 














Forester Addresses Timber 
Products Bureau 

SPOKANE, WASH., Nov. 12.—That action 
in the form of a proposed law may be ex- 
pected within the next few months from the 
joint congressional committee of Congress on 
forestry was forecast by Earl H. Clapp, 
acting chief of the Forest Service, in an ad- 
dress as a guest of the Timber Products 
Bureau of the Spokane Chamber of Com- 
merce. There was an attendance of 55 in- 
cluding lumbermen from Montana and Idaho 
and from Seattle. 

His stopover in Spokane was on invitation 
to outline the Forest Service program. He 
detailed it as a three point program pre- 
sented to the Congressional committee, which 
included cooperation between public and pri- 
vate owners, public acquisition and adminis- 
tration of certain lands suitable only for for- 
estry, and research to solve problems of both 
public and private owners. He stressed the 
thought that the next great advance in for- 
estry practices would probably involve an 
increasing degree of governmental regula- 
tion. 





Plywood Company Acquires 
Additional Plant Facilities 


New York, N. Y.. Nov. 12.—Ownership 
of the Algoma Plywood and Veneer Co. and 
its plants at Algoma and Birchwood, Wis., 
has recently been acquired by the United 
States Plywood Corp., with headquarters 
here and branches at several points through- 
out the country. 

The U. S. Plywood Corp. has obtained 
98 per cent of the Algoma stock and expects 
to purchase the remainder in a deal involv- 
ing about $900,000. It previously controlled 
the Algoma output by contract. 

According to Lawrence Ottinger, president 
of United States Plywood, the Algoma prop- 
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erty has been improved for the manufacture 
of airplane materials by the “Vidal-Weld- 
wood” process using sheets of wood veneer 
treated with a plastic bonding agent. The 
company’s facilities at Seattle probably will 
be improved also to take part in the produc- 
tion of aircraft materials while the Orange- 
burg factory may be enlarged to supply the 
general market. 





B. C. to Up Timber Prices 


Vancouver, B. C., Nov. 9.—An increase in 
British Columbia timber royalties is said to 
be contemplated in the amendment to the 
Forest Act announced in the speech from 
the throne. Increase in stumpage on timber 
in some sections of British Columbia, and a 
return to the system of fixing stumpage 
rates upon the basis of value, accessibility 
and cost of production, have been put 
into effect. The increases will be felt in the 
northern interior of the Province to a greater 
extent than on the coast, as there is more 
Crown timber there. 
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Reorganizaton Affords Com- 
pany Wider Outlet 


PorTLAND, ORrE., Oct. 28.—J. H. Jewett 
recently came to Portland from Denver, 
Colo., where he was manager of Jewett 
Brothers Lumber Co., a wholesale lumber 
company in that city. Mr. Jewett is now vice 
president and manager of the Campbell- 
Moore Lumber Co., a wholesale company 
of Portland. Frank G. Moore of Minne- 
apolis, Minn., president of both the Jewett 
Brothers Lumber Co. of Denver and the 
Campbell-Moore Lumber Co. of Portland, 
and controlling stockholder in both of them, 
has purchased the interests of Mark Camp- 
bell in the Campbell-Moore Lumber Co., 
and the two companies have combined under 
the name of the Campbell-Moore Lumber 
Co. The Jewett Brothers Lumber Co. now 
operates as a branch of the Campbell-Moore 
Lumber Co. at Denver. Campbell-Moore 
Lumber Co. conducts an extensive wholesale 
lumber business in the rail trade, and now 
has a wider outlet in Colorado. 


Reports on National Survey of Retail 


Yard Stocks October 1 


WasHinctTon, D. C., Nov. 12.—The first 
report of the National Retail Lumber Deal- 
ers’ Association on its National Survey of 
Retail Lumber Stocks and Sales, prepared at 
the request of the Defense Commission, and 
dated Oct. 25, has just been sent to co-oper- 
ating dealers. Secretary-Manager H. R. 
Northup, of the NRLDA, believes that if 
the number of samplings from certain regions 
can be increased, there will be developed a 
continuing report for our industry each 
month which will be of substantial value. 

“Returns from the eighteen hundred yards 
indicate that retail stocks on Oct. 1 were 
practically the same as those on Sept. 1,” 
he comments. “Sales, as reported for Sep- 


tember, indicated a slight increase of 2.2 
percent over August. 

“Preliminary tabulations of the various 
markets in which the reporting dealers sold 
their lumber show that approximately 70 
percent went into home building and pri- 
vate construction; 6 percent, into public con- 
struction; 20 percent, for industrial and com- 
mercial uses; and 4 percent, other markets. 

“This sample of eighteen hundred yards 
represents approximately 8.5 percent of the 
retail lumber dealers in the United States. 
An 8.5 percent sample is adequate, based on 
the experience of informed statistical organ- 
izations, except that in our case we need a 
better distribution of reports.” 

Summary for all reporting yards follows: 


October Retail Stocks and Sales and Changes from September 








es Stocks— Sales— 
No. Percent Percent 

j _ of STOCKS—M Feet change SALES—M Feet change 

Region Yards Oct. 1 Sept. 1 from Sept. Sept. August from Aug. 

New England ee aa 18 14,521 14,615 7 4,840 4,176 ° 

Re ee eee 104 58,396 58,113 +0.5 15,196 13,829 + 9.9 
East No. Central........ 302 127,872 125,389 +2.0 37,761 38,178 — 1.1 
West No. Central........ 850 156,428 155,821 +0.4 28,993 25,833 +12.2 
South Atlantic ......... 47 19,895 19,853 +0.2 9,309 8,637 + 7.8 
East So. Central........ 45 17,441 16,963 + 2.8 5,643 5,152 + 9.5 
West So. Central... ..... 96 33,189 31.447 +5.5 9,481 8,926 + 6.2 
Mountain ...........-05: 145 37,109 36,982 +0.3 9,445 9.610 — 1.7 
NEY. | kc 6 vc ween uuaes 190 128,154 129,404 —1.0 49,251 51,913 — 5.1 
MEE pare cas Be Se Sees 1,797 593,005 588,587 +0.8 169,919 166,254 + 2.2 


*Sample not adequate. 


Percent of Concerns Reporting Change 
in Stocks from Sept. 1 to Oct. 1 


Percent 
Unchanged 
Concerns reporting no change..... Ei. 
Concerns reporting stocks less Percent 
on Oct. 1 Less 
2. ee a eee 12.2 
co... a UE gS Ree 13.5 
ee UR Pe co cece tenntee 10.1 
POG Se CO SPs si hcp c wesc cw. 7.2 
UG ee so Ree Athenee wes 4.3 
Concerns reporting stocks greater Percent 
on Oct. 1 Greater 
a. fo ee” ae? Serer ese y 3 
la, *e) & By! See ee 11.2 
Pree 20.8 CO B46.8 2 ccc ccc cicscns 6.7 
Ce Ue ke ee rere 6.1 
Se GE kG ok beer ene ce ween ves 10.1 


STATES IN EACH REGION: 

New England—Maine, New Hampshire, 
Vermont, Massachusetts, Connecticut, 
Rhode Island. 

Mid Atlantic—New York, Pennsylvania. 
New Jersey, Maryland, Delaware and 
District of Columbia. 

East No. Central—Wisconsin, Michigan, 
Illinois, Indiana, Ohio. 

West No. Central—North Dakota, Minne- 
sota, So. Dakota, Nebraska, Iowa, Kan- 
sas, Missouri. 

South Atlantic—Virginia, North Carolina, 
South Carolina, Georgia, Florida. 

East So. Central—Kentucky, West Vir- 
ginia, Tennessee, Mississippi, Alabama. 

West So. Central—Oklahoma, Arkansas, 
Texas, Louisiana. 

Mountain—Idaho, 


Montana, Wyoming, 


Nevada, Utah, Colorado, Arizona, New 
Mexico. : 
Pacific—Washington, Oregon, California. 
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It’s just like bridging between 
studs... without bridging, studs 
may bow out of line, weaken 
the entire frame of the house 


——— 

















THE THIRD BUTT | || eREeR i 
Holds the Door 
Straight and True } | 2 


The time to sell the third butt is when the job 


is being figured. Then the contractor includes it ; ai ? : 


Bo ake 

















diced se 20 
x 

i 

" 





in his: estimate. The home-owner is glad to pay 
the slight added cost of the third butt and the 
labor for installing it. And you sell an extra butt 


for every door in the house. 





For doors that open and close easily, latch 








£: 
and lock with a click-—and stay that way- / 








urge your contractor friends to figure their 3 Y 
jobs—“Three Butts To A Door.” The Stanley ¥ 


Works, New Britain, Connecticut. @ 








STANLEY 


TRADE MARK 
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HERE’S WHAT’S NEW | 








Issue Fall Catalog of Plywood 
Products 


A new 1940 fall catalog has been recently 
issued by the United States Plywood Corp., 
616 W. 46th St., New York, N. Y. The 
book describes their line of products in de- 
tail and installations of many of the wall 
finishes are illustrated. Listed price quota- 
tions are subject to change. A two page 
spread shows interior views of two recently 
constructed homes which have used United 
States Plywood products extensively for 
wall and ceiling treatment. Also featured 
is a product suited to the manufacture of 
boat hulls, and a plyboard which may be 
curved to fit columns, etc. A copy of the 
catalog may be obtained by writing to the 
U. S. Plywood Corp. 





Cash Awards Offered for Names 
for New Garage Door Hardware 


In an effort to find a suitable name for its 
recently developed “magic swing-up” set of 
overhead garage door hardware, The Stanley 
Works, New Britain, Conn., has offered 
cash prizes to dealers who submit names 
for the new set. According to the manu- 
facturer’s statement, doors equipped with 





this hardware open automatically when the 
latch is turned. The set is packaged in a 
box for over-the-counter sale. 

A “swing-up” door is shown in operation 
in the illustration. 

The contest may be entered by merely 
sending a name for the hardware set to the 
Stanley company before November 30, 1940. 
Awards of $50, $25, $10 and three prizes 
of $5 each will be sent to the six entrants 
who suggest the names which Stanley judges 
nominate as being the most appropriate. 





Insulation Fluffing Machine Is 
Compact and Motor Driven 


A fluffing machine for “Palco” insulation 
wool (Redwood bark) prepared and packed 
by The Pacific Lumber Co., San Francisco, 
Cal., has now been placed in general use. 
Compressed in bales for shipping “Palco” 
wool must be fluffed to four times its com- 
pressed volume before applying. The oper- 
ation may now be done by this machine 


which consists of dowel pins on an electric 
motor driven rotor meshing with stationary 
pins. The new machine is sufficiently com- 
pact to be carried in the trunk of an 
automobile. Copies of a bulletin illustrating 
the machine and its use may be obtained 
from the Pacific company. 





Vacuum Cup Holder Helps Lift 
Glass, Wallboard, Etc. 


A new style vacuum cup holder, or lifter, 
illustrated here is now manufactured by 
Landon P. Smith, Inc., Irvington, N. J., pro- 
ducers of “Red 
Devil” hardware, 
painters’, glaziers’ 
and other tools and 
equipment. The de- 
vice is designed to 
literally put a han- 
dle on glass, mar- 
ble, granite and 
various’ smooth 
surfaced articles 
whose weight and 
bulk normally 
makes lifting or 
carrying awkward 
and difficult. The 
vacuum cup will hold as much weight as a 
strong man can lift. “Red Devil” holders 
are said to be highly effective in handling 
wallboard. They come in three standard 
models which have four, six or seven inch 
vacuum discs. Distribution is through regu- 
lar trade channels. Further information may 
be obtained by writing Landon P. Smith, 
Inc. 








Tubular Locks for Exterior Doors 
Are Announced 


In announcing its new line of ILCO 
“Tubutype” auxiliary locks, the Independent 
Lock Co., Fitchburg, Mass. is making avail- 
able tubular mortise locks designed for use 
on exterior doors. According to the manu- 





facturer it is necessary to drill only three 
holes to install the new locks which are 
reversible to fit doors of either hand. The 
line is offered in three models, a dead latch, 
a dead lock and a night latch which is 
illustrated. 


Dealers’ Sales Aid Set Offered by 
Screen Wire Cloth Company 


A new and extensive promotional cam- 
paign featuring a set of dealer sales material 
has been launched by Wickwire Brothers, 
Inc., Cortland, N. Y. for Wickwire Cortland 
Brand screen wire cloth manufactured by 
that company. Aids for the dealer include 
window displays, counter cards, streamers, 
envelope stuffer folders and a children’s col- 
oring book to be given away. Colorful cari- 
catures of four insect pests are used to 
attract attention to the sales message on each 
of the types of literature. Details about the 
1941 sales booster campaign for dealers are 
available free of charge from wholesalers or 
the Wickwire company. Cortland Brand 
wire cloth is manufactured in four types: 
bronze, dull galvanized, extra heavily gal- 
vanized and black enameled. It is available 
in a variety of mesh sizes and widths. 





New Low Cost Wall Panelling 
Made Available 


Designed to meet the demand for low cost 
prefinished wall panelling, ‘“Macolite,” a 
product of Marsh Wall Products, Inc., Do- 
ver, Ohio, is being offered to lumber and 





building material dealers. The new wall 
board is a presdwood material with a baked 
on tile finish that is said to be impervious 
to moisture, stain and dirt. The new prod- 
uct was created with the market for a low 
cost bathroom, kitchen and commercial re- 
modeling and finishing material in mind. It 
is available in plain and tile design sheets, 
4 x 12 feet. The board may be sawed to 
any desired size for installation. A variety 
of colors is offered. Further information is 
contained in a folder which will be sent 
upon request to the manufacturer. 





Introduce a — Overhead Door 
for Small Garage Use 


An overhead garage door known as the 
“Stur-Dee-Door” has recently been com- 
pleted and placed on the market by the 
Modern Steel Products Co., 2091 Dublin 
Road, Columbus, Ohio. It is said that the 
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new door, which fits garage openings of 8x7 
feet, requires only two inches headroom, 
is quickly installed and is completely 
weather-stripped. The Modern company 
also manufactures hardware for new open- 
ings or converting swing doors to overhead. 





Model Door Supplied Free with 
New Cabinet Hardware 


To help dealers display and demonstrate 
a new streamlined style line of cabinet hard- 
ware called “Streamlux” the American 


Naw Stieamllun Dewigne 


M AND COLOR FOR LASTING BEAUTY 


cCHROMID 


Cabinet Hardware Corp., Rockford, IIL, 
manufacturers of “Amerock” hardware, 
offers a model door as illustrated, free with 
a minimum stock (% dozen) of each 
“Streamlux” item. The dealer pays only 
regular cost for the stock and one of each 
item is mounted on model door. The winged 
latch bolt is exclusive with “Amerock” catch. 





Offer New Foundation Ventilator 
A new solid unit semi-steel ventilating 
device for brick foundations and other “dead 
space” areas is designed to allow the passage 
of a certain amount of light as well as venti- 
lation. It is an addition to the line of metal 
building equipment manufactured by the 
Majestic Co., Huntington, Ind. The device 
is one brick wide and four bricks high in 
size. Its louvres are arranged to deflect 
weather and backed with a bug screen. 





Develop New Line of Interior 
Wood Finishes 


A new line of wood finishes have been 
announced recently by the O’Brien Varnish 
Co., South Bend, Ind. The new product 
called “Pen-chrome” was developed with two 
objectives in mind. The company felt that 
there was need for a finish which would 
preserve the natural beauty of wood and 
also harmonize with the pastel shades of 
modern wall and ceiling papers and paints. 
The product which resulted includes 12 dye 
coats, a clear protective finish coat for them 
and a special clear finish for oak floors. A 
color chart for the line has been issued and 
tells about its features and methods of 
application. The O’Brien Co. will send a 
copy upon request. 
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Include Price Estimating Table as 
Part of Wire Cloth Catalog 


A convenient table designed to aid dealers 
in making rapid estimates of surface areas 
and prices for wire cloth is a feature of a 
catalog of products recently issued by the 
New York Wire Cloth Co., 500 Fifth Ave., 
New York, N. Y. The tables, arranged for 
consecutive two-inch roll width skips from 
18 to 48 inches, indicate the square feet of 
material and the total price of any given 
length of material if it is priced at 2, 2%, 3, 
3%, 4, 5, or 6 cents per square foot. A 
table of shipping weights for all sizes and 
types of New York screen cloth is also 
included. The New York company pro- 
duces screen cloth in five grades (zinc 
coated, bronze, medium bronze, aluminum, 
painted) and a variety of finishes. Copies 
of the catalog will be sent upon request to 
the manufacturer. 





Thick Fibre-Tile Announced by 
Wallboard Manufacturer 


After a year of introductory sale through- 
out the nation, a new fibre tile for residence 
baths and kitchens and industrial and office 
building wash rooms etc., has been announced 
by The Upson Co., Lockport, N. Y. The 
new material called “Upson Dubl-Thik Fibre 
Tile,” is more than % inch thick. The 
accompanying photo was posed to demons- 
trate its strength. According to the manu- 
facturer’s release, it has a hard glass-like 





non-absorbent surface with deep tile inden- 
tations. The panels come from the factory 
ready-sized and require a single undercoat 
and one or two coats of enamel for finishing. 
The four foot panels are available in matte 
or glossy finishes in lengths up to sixteen 
feet and are installed with floating fasteners. 





Manufacturer Stresses Ap- 
plied Cost of Building Paper 


A release issued recently by the Sisalkraft 
Co., 205 W. Wacker Drive, Chicago, IIl., 
emphasizes their belief that low cost per roll 
for building paper does not always assure 
a low applied cost. The report goes on to 
say that Sisalkraft paper is heavy and tough, 
needs no batten strips and few nails to hold 
it in place. According to the announcement 
the Sisalkraft product can be pulled around 


corners safely as it does not puncture or 
tear easily. Patching and lapping time and 
materials are thus reduced considerably, af- 
fording a saving in labor and wasted mate- 
rial. 


New Wholesale Firm Is 
Formed in Portland 


PorTLAND, OrE., Nov. 12. — Campbell- 
Conro Lumber Co. is the name of a new 
wholesale company with offices in the Pit- 
tock Block here. This company, which was 
organized by Mark Campbell and Harry G. 
Conro, formerly of the Campbell-Moore 
Lumber Co., Portland, is engaged in gen- 
eral wholesale lumber business and is the 
lumber buyer for the Permanent Wood 
Products Co. of St. Helens, Ore., manufac- 
turers of the MacPherson Culvert pipe units. 
Both Messrs. Campbell and Conro were for- 
merly connected with the Charles R. Mc- 
Cormick Lumber Co. in the Portland offices. 
They and members of their staff have been 
continuously associated together for many 
years and have maintained the same connec- 
tions. 
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Set of Blue Prints and 


avee BOOK 


LUMBER DEALERS 


This Free Trial Lesson on “How to Read Blue 
Prints,’" and a set of blue print plans,—to 
show you how this 37 year old School for 
Builders makes it easy for men in lumber 
yard offices to list material, estimate costs, 
etc. Drawing of plans included if wanted. 
LEARN AT HOME IN SPARE TIME 

Men with this training are needed now to 
handle expanding business in lumber yards. 
Lumber yard officials and building contractors 
urge employees to get this training. For Free 
Trial Lesson address: 


CHICAGO TECH COLLEGE 
P-424 Tech Bldg., 118 E. 26th St., Chicago, Ill. 










“HOW TO READ BLUE PRINTS” 








GILBERT NELSON & CO. 


Public Accountants 


332 S. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 














Builders’ Commercial Agency 
ESTABLISHED 1890 
1321 Builders’ Bldg., 228 N. La Salle St., Chicago 


A rating guide to the Contracting trade of 
Cook County and Cook County dealers 


Telephone Randolph 4893 Collection and Mechanics Liens 











In Boston 


Commonwealth Ave, at Kenmore Square 


@ All Rooms with Tub and Shower 
@ Rates From $3.50 © Dinner Music 
@ Write for Historical Map of Boston 





HOTEL KENMORE 


L. E. WITNEY, Managing Director 
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WASHINGTON NEWS 


DEFENSE COMMISSION URGES 
QUICK SETTLEMENT OF NORTH- 
WEST LABOR DISPUTES 


WasHIncrTon, D. C., Nov. 12.—Represen- 
tatives of industry and labor will confer here 
tomorrow in an attempt to settle the month- 
old dispute in the Northwest lumber indus- 
try. The conference was called by the Na- 
tional Defense Commission, on the grounds 
that stoppage of industry imperils the De- 
fense program. A telegram was sent to 
Frank Chapman, representative of Carpen- 
ters International Union, Seattle, Wash., as 
follows : 

“In view of urgent need by Army, Navy 
and National Defense for lumber supplies 
required for airplanes, cantonments and 
other construction, National Defense Com- 
mission urges immediate settlement of cur- 
rent industrial disputes in lumber industry 











BOARD FOOT 
CALCULATOR 


Accurate 
Quick 


A Sliding Rule Lumber 
Calculator for quick and 
accurate figuring of 
Board Feet. Not neces- 
sary to find a page in 
a book, merely slide to 
the desired width and 
thickness and instantly 
find the correct number 
of board feet directly 
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68 different specie of 
woods are given. 


Figures are black on 
white enamel so they 
can be easily read. The 
tule is contained in a 
heavy carton. A very 
handy “tool” for every 
lumberman’s desk. 
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AMERICAN LUMBERMAN. 
Chicago, Ill. 


Enclosed find remittance for ...... : please send 
. Slide Rule Calculator(s) to the name and 
address below. 








of Northwest. In order that there shall be 
no interference with Defense program, and 
as contribution to equitable adjustment of 
issues in dispute, Defense Commission ur- 
gently requests that: 

“4. In all mills now affected by the dis- 
putes involving your membership, all lumber 
and lumber products in process of manufac- 
ture or finished for National Defense orders 
be immediately handled. 

“2. Immediately upon notice from you that 
such lumber and lumber products for Na- 
tional Defense orders will continue to move, 
that you and W. B. Sleeman, international 
representative of Carpenters; Earl Hartley, 
Puget Sound district council of Sawmill 
Workers; H. B. Roberts, secretary Sno- 
qualmie Local Sawmill Workers; L. J. 
Duby, president Snoqualmie Local 2545; 
D. F. Pearson, Everett Sawmill Workers ; 
Julius Vancour, secretary Tacoma district 
council of Sawmill Workers; Norman Mor- 
gan, secretary Puget Sound district council 
of Sawmill Workers, come to Washington, 
D. C., for joint conference on Nov. 13 with 
employers and officials of National Defense 
Commission and Department of Labor, and 
negotiate mutually satisfactory adjustment of 
issues now in dispute. Urgently recommend 
that, pending conferences in Washington, D. 
C., all plants now operating continue to 
operate without interruption. I am wiring 
the operators this same urgent request. De- 
fense Commission will appreciate your co- 
operation in these recommendations concur- 
rently being submitted by Secretary of 
Labor. Please wire reply.” 

Invitations of a similar nature were sent 
to John D. Fitzgerald, secretary and man- 
ager of the Lumberman’s Industrial Rela- 
tions Committee, Seattle, Wash.; Ned Stone, 
Simpson Lumber Co., Washington; Lee 
Doud, Defiance Lumber Co., chairman Em- 
ployers’ Negotiation Committee, Tacoma, 
Wash., and Al Raught, labor relations ad- 
visor, and Charles Ingram, both of the 
‘Weyerhaeuser Lumber Co., of Tacoma, 
Wash. 





WHOLESALERS DISCUSS DEFENSE 
PROBLEMS 


WasuincTon, D. C., Nov. 12.—Problems 
of wholesalers in connection with the De- 
fense program were discussed in a confer- 
ence today called by Miss Harriett Elliott, 
consumer member of the National Defense 
Advisory Commission. Predicting that many 
additional billions of dollars will be spent in 
Defense preparations, Dr. Theodore N. 
Beckman, professor of business organization 
at Ohio State University, told the delegates 
to the session that price increases are in- 
evitable, and shortage of consumer goods 
will develop. Increased taxes and higher 
labor costs will influence the upward trend 
of prices, he predicted. A shortage of con- 
sumer goods would also influence an upward 
trend, the economist stated. 

The conference was attended by about 100 
representatives of wholesale trades, and’ the 
delegates selected nine of their group to act 
as a special advisory committee which will 
co-operate with the National Defense Com- 
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mission in matters touching on wholesaling 
Two of the major problems discussed were 
warehousing and transportation. Represen- 
tatives of the warehousing industry declared 
that the warehousing facilities of the country 
were adequate to meet an emergency. In 
like fashion, it was agreed that transporta- 
tion facilities are adequate. 

Attending as delegates were Frank W. 
Radford and W. M. Steinbauer, representing 
the National Association of Woodwork 
Jobbers. 





Building Industry Representa- 
tive Speaks at Airlines 


Conference 


Representing the building industry, John 
M. Huggett, advertising manager of Cer- 
tain-teed Products Corporation, pictured 
here, told the annual Air Traffic Confer- 
ence in New York City that the American 
air lines have added much to the efficiency 





of firms manufacturing building materials in 
this country. He described a recent trip 
taken by Certain-teed officials in which 5,500 
miles were covered in five days to introduce 
the current advertising campaign of the com- 
pany. 





Texas Sawmills Speed Up 


Austin, Tex., Nov. 9.—Texas factory 
wheels spun faster in September, University 
of Texas business statisticians reports. 
Workers totaled 137,963, 5.9 percent more 
than in September, 1939; and _ payrolls 
gained 11.3 percent. Gain over August was 
2.7 percent in number of workers and 5.9 
percent in payrolls. For business enterprises 
generally, number of workers increased 2.4 
percent over August, and payrolls 4.3 per- 
cent; while, in comparison with September, 
1939, payrolls gained 7.7 percent, alongside 
a 2.3 percent gain in employment. Report 
on forest products industries follows : 
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THE LUMBERMAN POET 








THE SAGINAW 
From Issue of April 22, 1905 


The river now is calm and still that in its 
glory rang 

With humming of the busy mill, the music of 
the gang. 

The forest echoes now no more the shining 
ax’s strokes, 

No longer, stretching shore to shore, the jam 
the river chokes, 

Now silent runs the Saginaw; it knows the 
peace it knew 

When first the ruddy Chippewa explored it 
with canoe. 


The river flows with little change and melts 
in azure bay, 

But all the upland now is strange, transformed 
the verdant way. 

Where once a million forest trees gave greet- 
ing to the morn 

I trace the course of summer breeze through 
gently waving corn. 

The rugged days of youth are done, the forest 
echoes cease; 

Now all the days are sky and sun and all the 
nights are peace. 


Yet, Saginaw, how great a past is sheaved 
with other years! 

In what a mighty mold were cast your lumber 
pioneers ! 

They built their mills the stream beside, their 
camps upon the hill, 

Ere yet the redman’s fire had died, ere yet his 
cry was still; 

And down that pine embroidered flood, by cur- 
rents onward whirled, 

They sent of silver hearted wood enough to 
roof the world. 


THE MELODY OF LEAVES ASTIR 
1905 


[The poet is at once the interpreter and 
the favorite of heaven. He catches the first 
beam of light that flows from its uncreated 
source. He repeats the message of the Infi- 
nite, without knowing how he received it 
or why he was selected for its utterance. To 
him, and to him alone, history yields in 
dignity.] 


From Issue of June 17, 


Let other bards their harps attune 
To sing ot goid and courts and kings; 
But leave to me the hush of June, 
The music that the forest sings. 
Let other bards trom fields of biood 
Send up their hymns to mighty Mars; 
But leave to me the quiet wood, 
The tender moonlight and the stars. 


I'll hang my harp upon a tree, 
Where ev’ry passing breeze may play 
And catch the leafy minstrelsy, 
The’ music of the shaded way. 
Yea, I will teach this harp of mine 
To sing the song the forest sings, 
To mingle with the sob of pine 
The silver aspen’s whisperings. 


For I would find that sweetest chord 
That makes the forest harmony 
And wake at will the music poured 
To ev’ry zephyr by the tree. 

To know thee more my spirit longs, 
O melody of leaves astir: 

O forest, let me sing thy songs 
Oh, make me thy interpreter. 





NEWS AND 
VIEWS OF 


50 YEARS AGO 








From the AMERICAN LUMBERMAN 








Some days since three 
great sticks of British Co- 
lumbia timber arrived at 
Montreal, Canada, via the 
Canadian Pacific railway 
and so magnificent were 
their proportions that city 
Officials and _ prominent 
citizens made an especial 
visit to view them. They 
are three feet square, sixty 
feet long, knotless and to- 
gether weigh about 20,000 
pounds. They are of the 
variety of pine known as 
Douglas fir and nothing ap- 
proaching their proportions 


has ever been seen in 
Montreal. 

_ * * 
Labor difficulties have 
been so numerous” and 


wide-spread this year that 
it is probable that it will 
go down into history as the 
great “strike” year, for 
certainly the success of the 
malcontents has been, as a 
rule, so meager, that they 





will hardly desire a repeti- 
tion of these conflicts, in 


the immediate future at 
least. 

* * * 
The Gem City Lumber 


Co., of Quincy, Ill, has 
been organized with D. M. 
Dulany as president, W. B. 
Pettibone, vice president, 
George W. Dulany, secre- 
tary and treasurer, John R. 
Windom, superintendent. 
Directors: D. M. Dulany, 
W. B. Pettibone, G. W. Du- 
lany and G. H. Graham. 


* * cs 


The new board measure 
table recently issued by Mr. 
C. L. Rogers of Milton, Pa., 
(a copy of which has been 
received of this office), en- 
ables one to figure with ab- 
solute accuracy and very 
little labor the number of 
feet, board measure, in any 
size stick. This table will 





be found valuable to all 
who have to reckon timber, 
especially when fractional 
sizes are involved. It is 
much easier to use than a 
book, as the whole matter 
is before you on one sheet. 
It is really a book of 160 
pages in a condensed and 
simplified form. 


+ * = 


A New Modern Mill 


Ft. Madison, Iowa, Sept. 
12—The new mill of the 
Knapp, Stout & Co. here 
will,, in a few days, he 
ready to start with a ca- 
pacity of about 75,000 feet 
daily. The mill construc- 
tion is being superintended 
by J. D. Hills, of Menomi- 
nee, the general machinery 
superintendent for this 
company, and is to be a 
model modern mill. The 
main building is to be about 
167 feet long by 80 wide. 
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Mills: 
Wiergate, Texas 


WHET) 


LONG LEAF. 
LAR Se A 


The Stock That 
Stands Up Yale] 


Stands Wear 








Defies Time, Wear, 
Wind and Weather 


For dependable, durable, 
SAFE construction, sell 
Long Leaf Yellow Pine. It 
has the super-qualities that 
modern building demands. 
This is the lumber that 
means satisfactory service 
to builders and profitable 
business for dealers. It will 
pay you to sell it and push 
it. 


Aristocrat of Structural Woods 


WIER LONG LEAF 


LUMBER CO. 


Houston, Texas 
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NDUSTRIA 


LUMBER CO., Inc. 
ELIZABETH, 


Timbers, chemically treated to 


prevent stain. 
Eased Edge Dimension 


Complete line of kiln dried 
Yard and Shed Stock 


LOUISIANA 





W.T.SMITH LUMBER C0. 





YELLOW PINE & HARDWOODS 


Chapman , WV 


yAUEVel-beet- 








FRED C. KNAPP, Portland, Or. 


BUYS AND SELLS 


WESTERN TIMBER LANDS 
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ELCOME... 


There's real friendly hos- 
pitality awaiting you at 






Pittsburgh’s newest hotel 


PITTSBURGHE 


400 rooms, all with radio 
at no extra cost, outside 
view, and bath. 
RATES 
SINGLES $3 to $4 
DOUBLES $4.50 to $6 


A KNOTT HOTEL * JOSEPH F. DUDDY, Mgr. 








You'll like the Lennox inSt. Louis,too. 
Here in a handy downtown loca- 
tion, you'll find cheery, comfortable 
surroundings... sleep-inviting beds, 
famous food and drink...everything 
to make your stay pleasant. 


All rooms have private bath and 
guest-controlled radio. Rates: 50% 
of all rooms $3.50 or less, single; 
$5.00 or less, double. 


“AL eiinox 


9th & Washington « St. Louis, Mo 
Neart 


y Parking and Garages 
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RELATION OF UNFILLED ORDERS TO STOCKS 


Wasurincton, D. C., Nov. 11.—Following is statement of seven groups of identical mills 


of unfilled orders and gross stock footage on Nov. 2 





No. of Mills Unfilled Orders Gross Stocks 

Reporting 1940 1939 1940 1939 
Total Bolt woods? 2.6... cece 381 1,098,909,000 843,612,000 3,296,249,000 3,445,344,000 
Total Hardwoods* ......... 94 71,765,000 71,135,000 354,012,000 401,365,000 
Total Lumber ....... alates te 463 1,170,674,000 914,747,000 3,650,261,000 3,846,709,000 
Oak and Maple Flooring.... 89 77,514,000 71,831,000 70,208,000 81,522,000 


*Of Northern mills, 12 reported on softwoods, 14 on hardwood unfilled orders; 15 mills 


on stocks. 
softwood and hardwood subtotals. 


The total number of mills (463) includes 12 northern plants that are in both 





NATIONAL PRODUCTION, SHIPMENTS, ORDERS 


_Wasuinecton, D. C., Nov. 11.—Following is the National Lumber Manufacturers’ Asso- 
ciation’s report for two weeks ended Nov. 2, and for forty-four weeks ended that date, cover- 
ing mills whose statistics for both 1940 and 1939 are available, and percentage comparisons 
with statistics of identical mills for the corresponding period of 1939: 


Av. No. Per- Per- Per- 
Mills Production cent Shipments’ cent Orders cent 
TWO WEEKS: Rptg. 1940 of 1939 1940 ef 1939 1940 of 1939 
Total Softwoods .. 393 459,087,000 99 533,837,000 109 528,012,000 146 
Total Hardwoods... 92 22,644,000 112 24,510,000 97 25,219,000 123 
Total Lumber ..... 469 481,731,000 100 558,347,000 108 553,231,000 145 
Total Flooring .... 79 25,314,000 118 24,758,000 122 20,880,000 132 
FORTY-FOUR WEEKS: 
Total Softwoods... 397 9,579,008,000 107 10,084,513,000 106 10,468,886,000 108 
Total Hardwoods.. 86 368,865,000 105 400,516,000 96 413,017,000 98 
Total Lumber...... 466 9,947,873,000 107 10,485,029,000 106 10,881,903,000 108 
Total Flooring..... 80 445,124,000 116 452,060,000 113 489,585,000 117 





Western Pine Summary 


PorTLAND, ORrE., Nov. 8—The Western 
Pine Association reports as follows on 
operation of identical Inland Empire and 
California mills during the two weeks ended 
Nov. 2: 

Report of an Average of 104 Mills: 

Total for 2 weeks ended 


Nov. 2, 1940 Nov. 4, 1939 
Production 162,436,000 160,061,000 
Shipments .... 184,440,000 177,435,000 
Orders received 170,396,000 122,334,000 


Report of 101 Identical Mills: 
Nov. 2, 1940 Nov. 4, 1939 
Unfilled orders 375,868,000 280,194,000 
Gross stocks... .1,515,078,000 1,565,816,000 
Report of 101 Identical Mills: 
-——Total for Year———, 


1939 
Production ...3,087,627,000 2,859,122,000 
Shipments ....3,288,393,000 3,081,004,000 
CRGERS oc ceses 3,449,488,000 3,139,081,000 


Southern Pine Statistics 


[Special telegram to American LumBERMAN] 


New Or-eans, La., Nov. 13.—Following 
is a summary of reports from southern pine 
mills for two weeks ended Nov. 9: 


Average weekly number of mills, 122; 


Units,¢+ 99 
Two-Weeks 


Three-year average production* 59,764,000 
Actual production 68,511,000 
PEED ek ciicte cee recencaes 83,583,000 
Orders received 63,008,000 


Number of mills, 114; Units,¢ 95 


On Nov. 9, 1940 

i 102,845,000 

WD UIE kh cneccecccccccuee 238,519,000 
*Oct. 26, 1936, to Oct. 28, 1939. 


7Unit is 304,000 feet of “3-year average” 
production. 


ee 





West Coast Monthly Facts 


SEATTLE, WasH., Nov. 12.—With this 
month’s “Monthly Lumber Facts” the West 
Coast Lumbermen’s Association announces a 
new rating of mill capacity, to be classified 
as “present installed capacity.” This is based 
on a survey made in July of this year, and 
checked through following weeks. The aver- 
age weekly West Coast lumber production 
in October was 90.6 percent of present in- 
stalled capacity. The 9.4 percent non-operat- 
ing capacity in October was down, largely 
because of labor disputes. Requirements for 
National Defense held the center of the stage 
in October. The industry is now experienc- 
ing a peak load of lumber demand for De- 
fense purposes. Probably 25 percent of pres- 
ent West Coast mill production is moving, 
directly or indirectly, into Defense projects. 
West Coast sawmills are giving priority to 
the requirements of this Defense program. 
Reports to date indicate their product is 
moving to the projects as rapidly as the ‘car- 
penters can use it. 

Following is a summary of the associa- 
tion’s statistics for October (five weeks) : 


Weekly Averages for October 


oe ee eee ee 144,340,000 
ID 05. 6 64:50 sew ae ome os 150,702,000 
"PERS S Sea ary ee 157,605,000 
End month— 
eee 681,099,000 
Se I oe 5 aoe ciccaee ee 860,000,000 
Cumulative Totals for 44 Weeks 
PROGUIEIOM, 6cvccces ce ceesewacic 6,014,990,000 
PEN oa.3 a0 oad wemeaees 6,239,629,000 
EN A ee 6,458,541,000 
Orders by markets— 
| Pa ee ae A 3,067,034,000 
DOmestiG CATBO 2... cc eccescec 2,212,923,000 
BEE gee eccvevessqecseegees 341,972,000 
REE Gnu stint cr ace Gia) alece ses ea > 836,612,000 


October output was 73.3 percent, and 
44-week production was 69.4 percent, of 
1926-1929—-years of highest production. 





Loadings of Revenue Freight 


The car service division of the Association 
of American Railroads reports that revenue 
freight for the two weeks ended Nov. 2 to- 
taled 1,632,448 cars, showing an increase of 
6,633 cars over the number for the two weeks 
ended Oct. 19. Forest products loadings of 
84.474 cars show an increase of 1,965 cars 
over the number for the two weeks ended 
Oct. 19. 
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Hymeneal 


SLEEPER-LOGEMANN—Mrs. Pauline 
Logemann of Madison, Ill. was married to 
Henry Sleeper of Brussels on Oct. 22, in 
Brussels. Mr. and Mrs. Sleeper will live 
in Brussels, Ill., where the groom is mana- 
ger of the Brussels Lumber and Hard- 
ware Co. 


ELAM-LYKINS—Miss Geneva Lykins 
and Burnell Elam, both of Mt. Sterling, 
Ky., were married Oct. 22 in Lexington, 
Ky. After a short bridal trip, the couple 
will live in Mt. Sterling. Mr. Elam is with 
the McCormick Lumber Co., Mt. Sterling, 
Ky. 

KILLION-BRENTS—Miss Margaret Rose 
Brents, daughter of Mr. and Mrs. Herman 
Brents, was married to Elmer R. Killion, 
son of Mr. and Mrs. William R. Killion, in 
Springfield, Ill., Oct. 19. The couple will 
reside in Springfield where Mr. Killion is 
employed by the Vredenburg Lumber Co. 


BRITTON-WALKER—Miss Dorothy Mae 
Walker, daughter of Mr. and Mrs. C. B. 
Walker of Lanesboro, was married to 
Ronald E. Britton, son of Mr. and Mrs. 
Earl Britton of Atlantic, on Nov. 3, in 
Lanesboro. Mr. and Mrs. Britton will make 
their home in Carroll, Ia., where Mr. Brit- 
ton is associated with the Green Bay Lum- 
ber Co. 








Barn Equipment Manufacturer 
Introduces "Ad" Character 


In an effort to characterize the helpfulness 
of their staff of field men who work with 
dealers, contractors and farmers, Starline, 
Inc., Harvard, Ill. manufacturers of barn 
and poultry equipment have introduced 
“Starline Dan, the Barn Equipment Man, 





Saves You Money on Every Plan.” The 
new character, pictured here, will appear 
in Starline advertisements in trade papers, 
national magazines and farm papers. 





One Mill Burns; Manufacturer In- 
stalls Two Shifts at Remaining Mill 
Grays Harbor, one of the principal ports 


of the Washington state coastline has long 
been known to lumbermen the world over 


for its great forests of Douglas Fir and © 


Sitka Spruce. Here for more than half a 
century its mills have been shipping their 
products to the four corners of the earth. 
In peak years of lumber consumption during 
the 1920’s, mills of this region shipped an 
excess of one billion feet per year. In later 
years pulp and plywood plants have also be- 
come important factors in the industrial life 
of this district. 

More than 55 years have passed since the 
Polson brothers started logging the big tim- 
ber of Grays Harbor. In 1903 the Polsons 
joined with the Merrill & Ring interests, na- 
tionally known lumber and timber concern, 
and organized the Polson Logging Co. of 
Hoquiam. 

The Polson Lumber & Shingle Mills is a 
manufacturing division of the Polson Log- 
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ging Co. operating sawmills at Hoquiam, 
Wash., one of the principal cities on Grays 
Harbor. This company is producing 450,000 
feet of lumber per day of which 50% is 
Sitka Spruce and 50% Douglas Fir. 
Several weeks ago the company’s Mill A 
was completely destroyed by fire. Since 
that time the company has moved the crew 
from Mill A to Mill B by putting on a night 
shift. In order to prepare for this added 
production new storage yards have been 
constructed, new dry sheds built, and new 
Moore cross circulation dry kilns installed. 
The Sitka Spruce timber of Grays Harbor 
has long had a reputation for quality, quan- 
tity, and size excelled by no other district 
in the world. Sitka Spruce grows to its 


best in the mild, moist climate of the so 
called “Fog Belt” skirting the Pacific Coast 
of the United States. 

Polson Lumber & Shingle Mills in its 
strategic position, is one of the most im- 
portant producers of this light and strong 
wood which possesses qualities that make it 
sought after for the construction of air- 
planes, ladders, scaffolding, and other uses 
which require toughness, strength and light 
weight. 

R. D. Merrill and E. I. Garrett, both of 
Seattle, serve as president and vice-presi- 
dent respectively of the Polson Lumber and 
Shingle Mills. E. C. Kaune, a Spruce manu- 
facturing specialist of many years experience 
is general manager. 
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TRACTION... 
NOT POWER ALONE 
15 WHAT YOU NEED 


“ener sanggemecrsIe nt Pr 


When there’s heavy work to do, TWO driving axles 


under the load are better than one. 


THORNTO 


YOU SAVE MONEY! 


Take a truck of 114 to 3-tons original 
capacity and let us quickly and at 
low cost convert it to a husky unit 
of 30,000 lbs. or more gross vehicle 
weight capacity. 


Use the 


wre, DRIVE 


Two ratios, for power and speed, 
easily controlled by a lever in the 
cab. Walking-Beam Flexibility— 
Special spring construction keeps 
equal load on all four driving wheels 
—Perfect balance between power and 
weight. 


THORNTON TANDEM CO. 


DETROIT, MICH. 


8701-8779 GRINNELL AVE. 


Manufacturers also of the THORNTON automatic-locking DIFFERENTIAL 
which gives traction when slippery going makes trucks equipped with ordinary 
differentials helpless 


“When you need TRACTION you need THORNTON” 
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Eastern Trade News 


Boston, Mass., Nov. 11.—Rail and truck 
facilities are being taxed to the limit in mov- 
ing building material to a score or more 
Government Defense projects. Lumber re- 
quirements at Camp Edwards on Cape Cod 
and Camp Devens west of Boston will far 
exceed original estimates. Board supplies at 
mills and retail yards that could be delivered 
at Camp Devens have been so completely ab- 
sorbed that the contractor has obtained per- 
mission of the War Department to use three 
to five million feet of native “hurricane” 
pine and this is now being rushed to the 
camp, chiefly by truck. On Nov. 5, the U. 
S. Housing Authority awarded a contract to 
a Providence builder for 262 housing units 
at the Newport (R. I.) naval torpedo sta- 
tion, and two days later the Navy closed 
with a Boston contractor for the erection of 
600 housing units at a cost of $1,944,065 at 
a point close to the Portsmouth Navy yard. 
The Salvage Administration had sold 425,- 
000,000 feet of sawed lumber to the Eastern 
Pine Sales Corp., 35,000,000 feet of logs to 
industrial plants, and 34,000,000 feet to box 
factories, and has also sold an additional 
16,000,000 of square edge boards to indus- 
trial plants—to reduce the present holdings to 
be disposed of to a mere 100,000,000 feet of 
logs, mostly held in ponds. It is literally 
snowed under with orders for dressed stock. 


WEST COAST WoOODS—Receipts by 
water at Boston in October totaled 8,549,- 
370 feet and compare with the average in 
that month in the previous ten years of 
10,720,894 feet. Total receipts in the first 
ten months of 1940 were 84,654,301 feet, 
and compare with the average in the first 
ten months of the previous ten years of 
89,493,081 feet. Sales are limited both by 
reason of lack of available ship space, 
and reduction of spot supplies to close to 
the vanishing point. There are few unsold 
lots in the standard sizes either at the 
ship terminals or on the wholesale yards, 
and, with very light current arrivals—less 
than a million feet thus far in November- 
sales prices vary widely, and in each case 
are based upon ability to deliver. Many 
lots have been deverted to Government 
camp sites. The demand for all types of 
boards is urgent. Most offices quote $38@39 
for No. 2 fir and/or hemlock, and quite 
uniformly $35 for No. 3 at local docks. In 
the absence of ship space, many are turn- 
ing to all-rail deliveries direct from fir 
mills, and sales of 6-inch No. 3 are noted 
at $34@35, delivered. For the smaller fir 
dimension, for mill shipment, nominal dis- 
count from page 18 of West Coast list 33— 
January loading—is $2, and transits are 
held at the same figure. Hemlock dimension 
transits are available at the $4 discount. 
There have been offerings of fir at both 
the $3 and $4 discount, but the trend is 
toward stabilizing at the $2 discount. 


EASTERN SPRUCE—Most larger sum- 
mer mills in northern New England are 
out of commission for the winter, having 
exhausted log supplies, and practically all 
stock on hand or being manufactured is 
covered by orders. Home building trade at 
retail yards has fallen off sharply, but the 
dealers are diverting many lots to Defense 
projects. Accumulations of dry boards at 
mills have been completely liquidated. For 
4- and 5-inch, price range is $36 to $38, 
with the 6- and 8-inch at $38@41, and 10- 
and 12-inch at $40@45, dressed as desired. 
Most sales of scantling. 2 x 3-, 4- and 5- 
inch, are at $36@38, with 10-inch plank at 
$42@45, and the 12-inch at $46@48. 


LATH AND SHINGLES—The movement 
of both lath and shingles to yards has 


been sharply curtailed as Defense projects 
have attracted aH labor. Most lath orders 
are for part cars to be shipped with lum- 
ber at $3.50 and as high as $3.80 per thou- 
sand for the 1%-inch, and $4@4.15 for the 
wider. Eastern white cedar shingles are 
firm but inactive at $4.25 per square for 
extras; $3.85 for clears; $3 for 2nd clears, 
and $2.90 for clear walls. There is pressure 
to sell West Coast red cedars and a defi- 
nite drop of 5 to 10 cents, including top 


grades that had been scarce and firm. Most. 


sales of top grade 18-inch Perfections 
range $4.96@5.05, with the 16-inch 5X No. 1 
at $4.41@4.50; No. 2, $3.52@3.60; No. 3, 
$2.97@3.05. Because of the duty of 25 cents 
per square on shipments through the rest 
of the year, which they must absorb, Brit- 
ish Columbia mills are limiting sales to 
part cars with a fair proportion of cedar 
siding. 


PINE BOXBOARDS — There have been 
moderate current sales of round edge inch 
box to the shops at prices f.o.b. shipping 
point that average close to $13. Box mak- 
ers have closed for approximately 34,000,- 
000 feet of Government-owned salvaged 
logs to be sawed into round edge at ad- 
ministration mills at cost. This stock will 
be ready for early spring use next year. 
Lower grades of square edge, No. 3 and 4 
common, are being diverted to Army camps 
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and air fields and in the construction of 
low cost housing at industrial centers. 
Prices are not uniform, but are tending 
steadily upward. 


EASTERN HARDWOODS — There have 
been few current transactions, as larger 
Adirondack and Pennsylvania mills are cut- 
ting and shipping chiefly upon season con- 
tracts, while many of their planers are 
being operated to capacity in dressing soft- 
woods for Defense housing projects. Inch 
FAS birch or maple, kiln dried, sells freely 
at $88@92, and 2-inch maple at $100@105. 
Delivered price for 2-inch birch holds at 
$4@6 below maple. For 2-inch No. 2 com- 
mon and better maple in full-length plank 
the wood heel shops are paying $74@78. 
The short, cross-cut 2-inch sells moderately 
at $82@86. 


NEW YORK, N. Y. 


Dealers are now devoting their time in 
getting things in order for their annual stock 
taking, and at the same time anticipating 
their requirements for the immediate future. 
Those who cater to speculative building are 
not too optimistic. There is uncertainty re- 
garding the European situation and also as 
to what effect our compulsory draft system 
is going to have. The dealers are not too 
anxious to place orders now for their usual 
requirements. Dealers who serve industrial 
users feel that there is going to be consid- 
erable activity in their line. Railroad busi- 
ness is showing a decided pick up. With the 





Old Inn Constructed of Oak and Black Walnut 


The Pre-Emption House at Naperville, 
Ill., was built in 1831 and is probably the 
oldest tavern in that State. It is still in 
operation under its original name. The 
framework of the structure is of oak and the 
clapboards are of black walnut. 

It was erected to take advantage of trade 
offered by the junction of two important 
highways which made Naperville an impor- 


tant center of travel. One road ran south- 
westward through Oswego, Yorkville and 
Newark to Ottawa. The other was the 
Southern stage route from Chicago to Ga- 
lena. In the days of the prairie schooner 
or Pennsylvania wagon, it was noted far 


and wide for its hospitality. 
Substantial evidence to support the claim 
of President Lincoln’s patronage is lacking. 


ONE OF PRESIDENT LINCOLNS FAVORITE STOPS - BUILT 1831 


PRE-EMPTION HOUSE 


FROM THE POOR ASOVE HE 


SPOKE TO QUR FOREFATHERS 





Sign declares this Pre-Emption House to have been one of President Lincoln's 
favorite stops, and that he spoke from the door above 
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Defense program still going strong, there is 
considerable activity in this area. 


SOUTHERN PINE—Prices continue very 
firm, with some difficulty being experi- 
enced in getting shipments of certain 
items. The Navy and War Departments 
are placing large orders. 


WESTERN PINES—Further price ad- 
vances have been noted in Idaho and Pon- 
derosa. Many dealers are trying to cover 
up on these items, but are having some 
difficulty. 


WEST COAST—There appears no se- 
rious difficulty in arranging for future re- 
quirements, but trade is threatened by 
Coast marine strikes. 


SPRUCE—The Canadian Government is 
anxious to have eastern operators get the 
advantage of the exchange rate, and con- 
siderable amounts of their spruce are being 
shipped here. New England mills are ex- 
tremely busy, working 24-hour shifts. All 
spruce prices are very firm. 


HARDWOODS—The 
changed. 


demand has not 
Prices remain strong. 


Buffalo, N. Y. 


Demand for lumber for industrial uses 
continues good, while retail demand is 
poor. Prices are holding comparatively 
firm, although wholesalers report that of- 
ferings of some woods have increased a 
little. Bad weather in the Spokane dis- 
trict has made it difficult to obtain ship- 
ments of air dried Ponderosa pine. Fir 
production is very low, due chiefly to 
strikes. Southern pine prices are well 
maintained. 


WESTERN PINES—Prices are holding 
firmly, and stocks available are below the 
normal for this time of year. Industrial 
demand is growing, but wholesalers find 
it difficult to promise delivery within the 
time desired by their customers. Owing 
to the lateness of the season, retailers are 
not inclined to make large additions to 
their stocks. 


HARDWOOD trade is holding up well 
and is more active than it was a year ago. 
Some wholesalers report that inquiry is 
increasing but that various items are 
not easily procured. Prices show more 
strength. Flooring prices have been firmed 
up by advances in southern pine flooring. 


NORTHERN PINE is displaying firm- 
ness, with no large stocks available at 
mills, and an unusually small amount be- 
ing turned out for next year’s trade. In- 
dustrial demand is improving, but retail- 
ers are not disposed to stock ahead of 
their present needs. 


Baltimore, Md. 


NORTH CAROLINA PINE—Demand has 
increased, and dealers who secured large 
Defense orders are finding it hard to ob- 
tain stocks. Much material is needed for 
smaller houses, and by box makers, so 
supplies are short and prices are still 
advancing. It is reported, for instance, 
that roofers have advanced to $42.50. On 
the other hand, roofers shipned by trucks 
for a time eased off about $2. 


LONGLEAF PINE—Demand has eased 
somewhat, though distributors still get 
enough orders to keep them going. Mills 
have no troublesome accumulations. Quo- 
tations are firm. 


CYPRESS—Higher grades of Gulf stock 
are in good request, and mills maintain 
capacity operations. Woodworking plants 
are buyers on a broad scale. Stocks are 
anything but excessive. 


WEST COAST WOODS—Distributors are 
put to it to find supplies, and there is a 
scouring of the mills to obtain shipment. 
Wet logging weather and Coast marine 
strikes have combined to slow up the 
movement, and forwardings by rail have 
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not sufficed for urgent needs. Prices are 


still tending upward. 


HARDWOODS—The market has shown 
a fairly steady expansion, with prices 
moving to higher levels. Home building 
takes up an increasing volume, while fur- 
niture factories are more active. Gum and 
poplar as well as ash and chestnut are 
sharing in the gains. Forwardings to Eu- 
rope are gradually increasing and export 
prices are higher. 


Norfolk, Va. 


NORTH CAROLINA PINE—Demand for 
nearly all kinds of lumber, rough and 
dressed, has been sufficiently insistent to 
cause further price advances. There has 
been a brisk demand for all kinds of 
house building material, particularly for 
Government projects, and, in addition, for 
large sizes to go into heavy construction. 
While millmen, wholesalers and retailers 
are very busy trying to fill orders for 
Defense projects in this area and in the 
southern States, large inquiries for De- 
fense material have been coming in from 
New England and other sections. Better 
grades, rough and dressed, move well and 
prices are still advancing. Most small 
mills with kiln facilities are sold out. 
Mixed cars are in brisk demand. Sales 
of small dressed framing, as well as of 
roofers and sub-flooring, continue large. 
Demand for 4-inch for sub-flooring, and 
for boxes, has been so tremendous that 
mills in Georgia get $23@25 for grade- 
marked, while most mills in North Caro- 
lina have been getting $22, f.o.b. mill. 
North Carolina price for 6-inch air dried 
roofers is $30 or upward. Small framing, 
such as 2x4-, 2x6-, and 2x8-inch, rough 
and dressed is very active; good mills get 
$33 and up, delivered Norfolk. Trucking 
is usually around $4 a thousand, so that 
framing is paying more than would be 
obtained by running 2-inch stock into 
roofers. There is still a good demand for 
rough 2- and 3-inch framing for export. 





Arizona Lumber Mill Opens 
New York Office 


McNary, Ariz., Nov. 11—A New York 
City sales office was opened November Ist 
by the Southwest Lumber Mills, Inc. accord- 
ing to a statement issued here by James G. 
McNary, president of that company. The 
company’s sales of moulding and lumber for 
all territory east of Chicago will be handled 
through this office located at 1041 Grand 
Central Terminal Bldg. 

A. F. McKinley, sales manager of the 
Southwest Lumber Mills, Inc. will continue 
in that capacity, but will make his head- 
quarters at the New York office, directing 
sales from that point. In the past the com- 
pany’s moulding sales for the East were in 
charge of A. J. Rieger of New York. Mr. 
Rieger has handled this department includ- 
ing venetian blind stock on the eastern sea- 
board for the past five years and will con- 
tinue as the company’s representative for 
venetian blind material and other special- 
ties. 

Sales for the middle West territory will 
continue under the direction of D. A. 
Weidler, who has charge of the company’s 
Chicago office, there being no change in the 
company’s sales set-up in that territory. 

The Kansas City territory and west are 
handled directly from the general offices at 
McNary. 

L. D. Roberts, formerly with the Warren- 
Lamb Lumber Co. in the Black Hills district 
of South Dakota, has joined the staff of 
the company as resident sales manager at 
McNary. 
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Douglas Fir Export 
Company 


SEATTLE, WASHINGTON, U.S. A. 
1125 Henry Building 


PORTLAND, OREGON, U. S. A. 
1112 Yeon Building 


DFXCO 


(Shipping Mark ) 


EXPORT SHIPPERS 


Cargo and Parcel Shipments 
TO ALL FOREIGN MARKETS 








Pacific Hemlock 
Sitka Spruce 


Cable Address: FIREXCO 























350,000 Feet Every Day 


AT 
L Co R AT. Best 
Every 
Modern 
Facility 
Soft Old-Growth UPPERS and 





Vertical-Grained CLEARS. K-D, 
Smooth-end-trimmed COMMON. 


OREGON - AMERICAN 


LUMBER CORPORATION 
VERNONIA, OREGON 


inn | iin iin | mT 










Ir. 








SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


TIMBERS - : FACTORY 
YARD STOCK CLEARS 


SPRUCE, HEMLOCK, CEDAR, PINE 
Reliable Shippers 28 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 











Vest Pocket Ready Reckoner A.unc'! ver: 
including a lumber calculator for standard sizes, log rules, 
estimated weights of lumber and miscellaneous useful lumber 
tabulations. Prepaid, 50 cents. 


AMERICAN LUMBERMAN, Publisher, 431 So. Dearborn St., Chicago 
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ERGUSO 


Quality lumber from many modern mills—some 
producing retail yard stocks, others specializing 
on factory lumber. Pine, Cypress and Hardwood 
Items, West Coast Products, Hardwood Floor- 
ing, Plywood, Veneers, Treated Lumber, Piling, 
Car Material. Write us today. 


W. T. FERGUSON LUMBER CO. 
ST. LOUIS, MISSOURI 


CHAPMAN & DEWEY 
LUMBER COMPANY 


* Memphis, Tenn. * 
Manufacturers of high grade 


OAK FLOORING 


AND 


HARDWOOD LUMBER 


from famous St. Francis Basin. 


Wire for quotations. 





Yard Stock Spectatist 
SOUTHERN 


in i FS IE es 
HARDWOODS 


CARS 
BAND-SAWED 


Prompt attention to inquiries 
and orders. Write today. 


y BUCHANAN 





TEXARKANA, ARK.-TEX. 
















Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collectior of invoices. 


Special department handling export lumber shipments 
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Tacoma, Wash. 


WEST COAST WOODS—Eleven Tacoma 
mills are shut down by a strike, and 
there is lots of demand at good prices. 
Local business is unusually good, due both 
to private construction and to Government 
building at nearby Fort Lewis and Camp 
Murray. Local retailers report a surprising 
amount of residential construction, Pacific 
Northwest total being about 25 percent 
ahead of what it was at the same time a 
year ago, with Tacoma showing a gain of 
about 110 percent. 


Seattle, Wash. 


WEST COAST WOODS—RAIL—A new 
rush of Defense orders has strengthened 
the rail market; over the week end, some 
41,000,000 feet is being placed. Car repair 
orders are also good. Mills are having no 
difficulty disposing of items not called for 
by the Defense program. Eastern deliv- 
ered prices are not as strong as mill. 
Most lists show D upper items higher by 
$1, and common dimension and timbers 
are stronger. The average mill order file 
is large enough for thirty days’ operation. 


INTERCOASTAL—This market is fairly 
strong. All space available for the re- 
mainder of 1940 is contracted for. Prices 
are unchanged. 


CALIFORNIA—Demand is good. The 
steam schooner strike makes trading dif- 
ficult, but much lumber is moving in from 
Oregon by rail. End of the Grays Harbor 
tugboat strike Nov. 8 will help business. 


SHINGLES—Lower grades are weaker. 
Perfections are 5 cents less. Royals are 
unchanged, but Nos. 2 and 3 show a pro- 
nounced weakness, and are at least 5 
cents lower. No. 1 XXXXX bring $3 even. 
No. 1’s XXXXX and Royals are still over- 
sold. Fairly heavy stocks of No. 2 
XXXXX are on hand. 


EXPORT—Some inquiry comes from the 
east coast of South America, but the Ar- 
gentine is issuing practically no import 
permits, and the west coast is quiet; and 
there is also inquiry from Australia. The 
United Kingdom is interested only in 
coast-and-freight orders; no f.a.s. offers 
are being taken. 


LOGS—There is a considerable range 
in prices of cedar shingle and lumber logs, 
depending on quality. Other logs are un- 
changed in price. All prices are firm. 
There is little change in inventories, 
which are adequate for Defense orders. 
Hemlock input is a little increased. 


LOCAL—Expansion of the huge Boeing 
airplane plant, building of the Todd Ship- 
yard, heavy residence construction, all 
contribute to record-breaking building 
totals here. 


San Francisco, Calif. 


LUMBER RECEIPTS—Lumber receipts 
at San Francisco from interior points dur- 
ing October, 1940, totalled 10,320,000 feet, 
compared with 10,590,000 feet in Septem- 
ber, and 5,940,000 feet in October, 1939. 
Receipts at Oakland piers for August, 
1940, totaled 24,535,840 feet, compared with 
23,870,090 feet in July, and 22,218,190 feet 
in August, 1939. 


LUMBER CHARTERS—The Pacific Coast 
freight and offshore charter market has 
not been particularly active recently. The 
Australia trade continued quiet, with lum- 
ber quoted $25 and $30, depending on 
ports. In the intercoastal trade, east- 
bound space is being devoted to lumber 
at expense of general cargo, which in 
itself is strong. 


MARITIME LABOR — Continued uncer- 
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tainty prevails as to when the five-week- 
old steam schooner strike on the Pacific 
Coast will end. Some fifty coastwise lum- 
ber carriers are tied up. The Sailors’ un- 
ion has threatened to spread the tie-up 
to intercoastal ships, as it was charged 
these vessels were transporting cargoes in 
the coastwise trade. 


CALIFORNIA PINES—Ponderosa stocks 
are scarce and badly broken. In general 
there has been a reasonable price increase, 
but shop and selects have not strength- 
ened to any extent. The heavy demand 
is for Nos. 3 and 4 common. Recent un- 
favorable weather slowed up logging 
somewhat. While sugar pine has strength- 
ened due to industrial activity in the East, 
the advance has been little more than the 
usual one for this season. 


REDWOOD—Demand has been very 
good, with prices strong. Scarcity is re- 
ported in 8-inch stock. Stocks of 6/ and 
8/4 are very scarce, and short lengths are 
nearly cleaned out. Government demand 
is reported holding up. 


FIR—California red fir is almost unob- 
tainable, for prices have been so low that 
very little has been cut lately. 


CONFERENCE RATES—Present lumber 
rates to west coast of South America 
from the Pacific Coast have been extended 
through January from December. 


Spokane, Wash. 


INLAND EMPIRE PINES—Wholesale 
lumbermen are having the greatest burst 
of activity in years, looking after the 
interest of their clients. Many large mills 
are practically out of the market, with 
shipping departments working to capacity. 
Rainy weather has hindered woods work 
and trucking. Prices are strong, but have 
shown little change in the last two weeks. 


Kansas City, Mo. 


SOUTHWESTERN MARKET—It is re- 
ported that the Government will receive 
bids on 55 million feet of lumber in this 
vicinity this week. Some of the business 
is expected to be placed with local retail- 
ers. ‘Mills throughout the Southwest report 
shortages of desirable items, as stocks are 
badly broken. Prices are steady to higher, 
with advances taking place in scarce items. 
Shipments have been slowed up because 
mills have been unable to get stocks in 
shipping order fast enough. Most mills are 
oversold for the remainder of the year, 
and many are not accepting any future 
business at current prices. 


SOUTHERN PINE—As the result of pri- 
vate and Government buying, the mills are 
oversold. Prices were marked up a shade 
in the last ten days, but, for the most part, 
the general list is holding near the levels 
prevailing since early October. Small mills 
are not much of a factor in the present 
selling, because many had sold their pro- 
duction early in the fall. Now the big 
mills are getting the play. Rains have be- 
gun to retard operations. 


WESTERN PINE—Business continues at 
a brisk pace, with the industry oversold. 
Price advances have not been any factor 
for over a month. The big problem is that 
of supplying regular customers, mills re- 
port, as Defense orders have taken prefer- 
ence. Shop, selects and most better grades 
are in good demand. 


OAK FLOORING—The order file for oak 
flooring operators probably is the largest 
it has been in a dozen years or longer, as 
a result of increased demand for residen- 
tial construction, which is going ahead at 
a.fast pace in this area, and Government 
purchasing. Prices on most key items 
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moved up about $1 during the last week, 
and the average gain was about 75 cents. 


HARDWOOD—In an effort to build up 
stocks before bad weather becomes too 
much of a problem, hardwood manufactur- 
ers have stepped up production. Output 
has been running ahead of sales and ship- 
ments. Millwork factories have been in the 
market for sizable amounts, and other con- 
sumers have been buying liberally. 


SHINGLES—tThis week, prices eased 5 to 
10 cents a square. No. 2 grades were easy, 
but No. 1 were in good shape. Mill stocks 
are not large. 


Portland, Ore. 


WEST COAST WOODS—General demand 
is active, and there is a rising backlog 
of Defense orders, with prices firm. Nor- 
mally at this time of year there is a rapid 
decline in order files and severe slacken- 
ing in production, but Defense business, 
while a little past its peak, is giving the 
mills all they can handle. Prompt, or at 
the most very early, delivery is being 
sought. 


INTERCOASTAL-—Mill order files are 
large and east coast bound tonnage is 
booked for weeks ahead. Acceptance of 
new business is being based on ability to 
supply material already on order and to 
get ship space. Prices are firm to strong 
on all specifications. 


CALIFORNIA—The maritime strike af- 
fecting coastal ships has business all but 
stopped, and at southern yards the stocks 
of many items are depleted. There is 
some prospect of early settlement of the 
strike. Some rail shipments have been 
going forward from mills not affected by 
rate differentials. Lumber prices are 
strong. 


FOREIGN—Export trade tone is im- 
proved. South America has been plac- 
ing some orders as import licenses are 
granted. Australia, also, is in the mar- 
ket. A fair amount of business has been 
closed with the United Kingdom. 


RAIL business has been brisk, consist- 
ing mainly of Defense orders, and cur- 
rent movement is heavy. 


Memphis, Tenn. 


SOUTHERN HARDWOODS—During the 
past two weeks, demand has been steady 
and prices are firm. Mills have been cut- 
ting large quantities and although the 
flow from retail yards to home building 
projects and their buying have declined 
somewhat, back orders will keep mills 
busy for a long time. The Government 
is buying increasingly large quantities for 
camp and other purposes. Many sales of 
low grades for sheathing, sub-flooring and 
ceiling use by the Government have been 
reported. Low grades continue to sell; 
particularly heavy are shipments of cot- 
tonwood and sap gum. Flooring oak is 
finding a steady demand at the price ad- 
vances of two weeks ago. New orders for 
oak flooring have declined somewhat, 
but the mills generally are heavily over- 
sold, and will have to run to capacity for 
some time to fill back orders and rebuild 
their stocks. 


Birmingham, Ala. 


SOUTHERN PINE manufacturers are 
accumulating stocks of items not wanted 
for Defense projects, which are absorbing 
every piece of 1x6- and 1x8-inch No. 2 
boards and 2x4- to 2x10-inch, but princi- 
pally 2x4- and 2x8-inch, dimension, and a 
good amount of No. 2 flat grain 1x4-inch 
flooring. Retailers are not buying as ex- 
pected, and industrials have not started 


American fiumberman 


tion’s Lumber Centers 


taking low grades for packing munitions. 
Though mills will be busy for another 45 
days on Defense business on hand, they 
are looking for orders for surplus items. 
Prices remain near Oct. 1 level, with 
changes mainly in the 1x6- and 1x8-inch 
No. 2 air dried S2S&CM, shiplap, siding 
and S4S. The No. 2 1x6-inch sells for the 
same price as 1x12-inch; usually the 
spread is $4@6. The 2x6- and 2x8-inch 
No. 2 dimension sell at $32@35, mill base 
—as much as No. 1 in the regular market. 
Small timbers have advanced to $28 for 
4x4- and 8x8-inch. Bé&better items are 
weak compared with lower grades. With 
a normal spread between grades, B&better 
would bring $65 but sells at $48; and C 
is $3 to $5 under B&better. No. 3 flooring, 
1x4-inch, stands at $22@26, while No. 2 
ranges $26@32. No. 3 dimension remains 
around $30, mill. 


Shreveport, La. 


SOUTHERN PINE—Demand from buyers 
other than Government Agencies appears 
somewhat slower, but there is considerable 
business in sight. Retail yard trade is 
slowing up seasonally. But there are large 
inquiries out for Defense needs, and for 
several big housing projects. Mills are ac- 
cumulating some items that the Govern- 
ment can’t use for cantonments, but hous- 
ing projects will take up the slack. Prices 
are more stable as the mills try to arrive 
at some regular basis. 


SOUTHERN HARDWOODS—Demand is 
good for all items of red gum, and prices 
are firm and advancing. Sap gum prices 
are also advancing gradually, and it is 
probably the strongest wood on the list, 
as stocks are rather badly broken. Oak is 
moving in good volume. Demand for beech 
for cantonment cots has been pretty well 
supplied. Logging and manufacturing are 
going along at a pretty good clip, but ship- 
ments keep too close to production to per- 
mit an increase in stocks. 


Warren, Ark. 


ARKANSAS SOFT PINE—Pine mills in 
this district continue to push production 
to capacity, and are taking all supplies 
available from little mills, for shipments 
continue heavy. The Government has been 
taking all common items for camp con- 
struction, and mills are finding it diffi- 
cult to fill requirements. Furniture and 
toy manufacturers have come into the 
market in a substantial way, and moulders 
at most mills are running on day and 
night shifts. Most orders call for imme- 
diate shipment, and in many instances for 
wired car numbers. Orders continue to 
come from a widespread territory, from 
the New England coast back across the 
Rocky Mountains, including the South 
itself. 


SOUTHERN HARDWOODS—Production 
has exceeded orders for six weeks, but 
mills continue logging to capacity, bank- 
ing logs at points accessible to trucks 
during the wet season. There is a notice- 
able slowing uv in buying, though there 
is still an ample business to keep the mills 
busy. Prices are holding strong on all 
items, and scarce species, such as sap 
gum, continue to advance. Demand from 
the box and crate manufacturers is un- 
usually good, and some of them report 
difficulty in securing their requirements 
in gum at prices they say they can afford 
to pay. The scarcity of Nos. 2 and 3 pine 
has increased the demand for gum to be 
used for sheathing. The present price 
of No. 2 gum varies somewhat. Demand 
for flooring oak continues good, but 
prices have remained almost stationary. 
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Build Customer-Confidence 
—by handling 


Booth - Kelly 


Douglas FIR 
Certified 


Flooring Ceiling 





Dimension 
Drop Siding Finish 
Mouldings Casing 


Stepping 
Base, etc. 


It’s good business practice for you to handle 
lumber so outstandingly superior as this Booth- 
Kelly Certified Fir. You'll find satisfaction 
and profit in supplying the customer with stock 
that he can KNOW is good. This structural 
lIymber of 100% dependability ideally meets 
today’s demand. Tough, strong, sturdy, with 
quality in every fiber, it is cut from our own 
old-growth big-bodied timber, is carefully seas- 
oned and painstakingly manufactured. Remem- 
ber, it bears the mark of “20,” Booth-Kelly’s 
pledge of superior quality and accurate manu- 
facture; and the Association marks, guarantee- 
ing proper grading. It will pay you to investi- 
gate our facilities for service. 


We are headquarters for Association Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


PootlAtell 


TWO MILLS—SPRINGFIELD & WENDLING, ORE. 
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SOUTHERN PINE 


East and west side mills have reported the following average f. o. b. mill sales prices on 


southern pine to the Southern Pine Lumber Exchange, New Orleans, La., 


for sales made 


in the period of Nov. 1-7, but where prices for this period were not available, prices for the 
month of October have been inserted and starred (*): 








West East West East West East West East 
Side Side Side Side Side Side Side Side 
Flooring Standard Ceiling Standard No. 2 Shiplap and No. 2 Dimension 
Lengths 5% x4 Lengths Boards, Std. Lgth. 2x4 
1x3 rift— — AZ4 2.000 27.50 28.15 14 31.13 29.90 
Bé&better... 62.64 64.00] B B&better.. 59.35 oo epee 32.23 32.03 + ” points 32.74 31.75 
ics iga a 60.13 *61.50/ 5 Berieeee 7 He 1x8 ...... 32.77 32.81/18 & 20... 33.39 34.17 
Naat 38.63 *40.25 1x10 ..... 32.73 33.42199 & 24... 30.00 .... 
1x3 flat st Eemeende 36.64 33.601ox6 
grain— ~. 14 29.26 28.21 
Bé&better.. 51.29 50.69 Ses ESR. No. 3 Shiplap ana |i; **-: 30.30 30.18 
aaiees 46.00 46.65 |e wee eee 18 1.1.11 32114 34.00 
Sieh ace 35.4 6.0 etter 9 : 
iia Inch thick— iS eee 21.09 20.59 Hy ogc"? ganas oft ee 
peneeeet.. C009 Ste so 80.00 0:78 MSis/is~ 25.78 26.33]7%° 
aawads 51.2 c) Soe | : . . 4... 28.84 28.95 
Reger 9.59 40.36/62 .22227: 60.48 58.60]1x6 CM... 25.61 2670116 ©. 01. 39.73 30:25 
1x4 flat Dis sinen aeey 56. 57. | ee a a 4 i 
grain— 1x10... 63.66 62.95|1x10 ..... 26.46 26.50 He > a obsee — 
B&better.. 50.74 48.89]12 .«..... 9 %T9.60l1x12 ..... 26.52 25.30)9x10 
© eccovess 47.40 46.56 5x6/4 tied Jambs 12 & 14... 32.85 32.05 
eae 35. 78 35.32 , 6, 0.80 67.00 1 
= - B&butter—— {ee 32.15 31.20 
End Matched > mallet B25 nas 1%, 1¥2&2.*80.75 *80.00]18 & 20... 31.99 33.42 
Flooring, 2 to 8-foot |" * ; “OC15ex4-8 ... 70.00 63.33 == 24...*37.60 34.25 
at x 
Babettor nes AG Oe. ene a) Sa 12 & 14 31.32 30.08 
eceoceececes ol. . ecceesce . . 
cee ot aeons | ieee 4776 49-54]1 & 14... $443 SBStlig ooo... eer gz 
ste seee ; Pere: : pesecee OO: Yt Gepeeenes: * < i 
1x3 flat 1x5&10 ... 55.44 55.36/18 & 20... 35.75 34.22|99 &'24...*36.84 35.00 
grain— We ocaiwas 8.62 68.24]22 & 24... 44.00 ..., 
qeeneeeee Hort Hy MY ¥ 2x6 rare SP & Under, 
veteeees 37. 12 & 14... 31.65 31.88 o. 1 
oe 23.61 28.00 Rough Finish, 16 ......, 32:38 32:90]Shortleaf— 
ixd rift— Standard Lengths |18 ....... 32.80 32.50|/3x4x4x4... 35.37 33.98 
B&better.. $52.20 B&bett Be coca 33.85 33.00]4x6—8x8.. 35.18 36.42 
nicest et Ix4/8.... 59.50 56.20[22,% 24-.. 41.75 39.83 Ee tx10 - ste 73 *38.94 
weeseeee oe Xx, ° e e x 5 ° 
1x4 flat 1x5&10 ... 66.00 857.00l;0°¢ 14 32.64 31.38)3&4x12 ... 41.00 *43.28 
rain— 1x1 80.65 *72.00 
Bébetter.. 40.15 37.55|5&8/4 ? EEE scenes 33.72 32.53) 5x12/12x12*45.40 44.75 
nee ge 35.97 35.00| thick— ie -:++: 84-96 (33.52) No, 3 Dimension, 
_ eeenee 24.35 *28.25)/4-8 ...... 71.17 64.00/95 ¢°54°"'#41'38 49! Random Lengths 
5&10 *79 o & 2.50 
m nen stana. (222° «°°: *72.67 78.001/9539 Ee ce 24.13 23.60 
m~ comatie 1x6” quite a akieate 88.8 a |. 41.38 39.25 = er ee 24 23 =e 
No. 117— . . ee 39.23 39.08] 2%°_ «+--+: 5 
B&better.. 43.86 *42.60| Casing and Base 16... 39.73 39.80/2%10 ----- one: =. apo 
aes 43.04 43.00] Standard Lengths {18 & 20... 40.31 40.00)°X"" ----: 
eee 36.18 *35.70| pe petter— a + Sew eee Prin Lining, 13/16” 
5 - ees: 73.17 65.25]12 & 14 44.07 41. ommon— 
genes. “CE Te giv aslinees .... 1108 @8.00l6 ....... 45:80 43:90|1X4, 16.... 40.00 
| Bi betdhinp 42.14 36.84]1X0&10 ... 72.00 *68.51/18 -2... 47-45 45.67 1x6, 18.... 42.00 
No. 2 Ro Poa | eer . ” 
Assorted patterns No. a Ponsing & [22 & 24... 55.00 *52°67 nauéeee 13/16 
pipes *oag-at $748 Standard Lengths Plaster Lath So es sty eo ys 
anne 43.00 34.00]1x4 ...... 47.34 *38.23 Kiln Dried 1x6, 8.....°55.00 .... 
No. 1 46.63 *36.50/1x6 ...... 42.79 *37.721%x1%”, 4 fon, 9... 53.00 54.00 
No. 2 .... 34.86 32.80 1x8 ...... 43.88 43.48'No. 1 .... 5.67 5.58]1x6, 10....*49.64 50.00 
No. 3 .*27.50 *21.64 1x5&10 ... 44.52 50.77 No. 2 .... 5.01 .... 1x6, 16....%54.00 .... 





OAK FLOORING 


Following are current quotations on oak 
flooring in carlots, f.o.b. Memphis and John- 
son City, Tenn., and Alexandria, La., as points 


of origin: 
$$X2%" 48X1%H” %x2” %x1%” 
Clr. qtd. wht. 8. 00 $70.00 $70.00 $66.00 
Clr. qtd. red..... 79.00 62.00 65.00 65.00 
Sel. qtd. wht.... 72.00 57.00 54.00 52.00 
Sel. etd. red..... 72.00 58.00 55.00 55.00 
Clr. pin. wht.... 74.00 57.00 55.00 47.00 
Clr. pin. red..... 74.00 59.00 54.00 48.00 
Sel. pln. wht.... 69.00 56.00 44.00 43.0C 
Sel. pin. red..... 69.00 57.00 46.00 44.00 
No. 1 com. wht.. 65.00 49.00 41.00 40.00 
No. 1 com. red... 64.00 51.00 41.00 40.00 
BeO. & COM. occ cc 44.00 38.00 35.00 32.00 
1x2” %x1\%” 
eS ee ear $77.00 $75.00 
Ne, ME I i'w 6 ig eimininegiagra wets 75.00 73.00 
RE a re baa 63.00 61.00 
I a io, na dc arbi wie wrerenar ela 63.00 61.00 
EN” ree ere a 66.00 63.00 
NS sd ith wie: 0-0, 6-c0.6 vee ate edo 65.00 62.00 
ts Se Ec ieecdewsvves ckae we 59.00 55.00 
A rare ne 60.00 55.00 
ek ee UE hago wwe s a ead owe 57.00 53.00 
ae, BG, NOs cS deee geekohas 57.00 53.00 
ee Ss aa seein Cee tees 39.00 34.00 


New York delivered prices may be obtained 
by adding to the following differentials fig- 
ured on Johnson City origin: For }##-inch 
stock, $8; for %-inch, $4; for %- and *%- 
inch, $4.50. 

Chicago delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Memphis origin: For #- 
inch stock, $6; for %-inch, $3; for %- and 


te-inch, $3.60. 


WESTERN PINES 


Following f. o. b. mill prices on actual sales 
were reported to the Western Pine Associa- 
tion by members during the period from Oct. 
28 to Nov. 2, inclusive. Averages include both 
direct and wholesale sales, and are based on 
specified items only. Quotations follow: 


Ponderosa Pine 


Se.ects, S2 or 4S— 1x8 5/4RW 6/4RW 

aaa $60.92 $64.51 $64.61 

atten ae ind oie es 44.58 48.04 47.70 

SHop, S2S— No. 1 No. 2 

‘ee eee ere $32.96 $25.30 

| Rrra a 32.38 25.63 

Commons, S2 or 4S— No. 2 No. 3 

8 ecu <elitaurwiierg! wh mice we tigte $32.39 $24.89 

SD tai lace = cereiain eign 33.72 
mit x or POR ioc ovin es Aen need melas $19.07 
Idaho White Pine 

SeLects, S2 or 4S— 1x8 5-6/4RW 

eS 3 2 ae $63.00 $73.12 

Ne 2 45.78 56.17 
Commons, S2 or 4S— 

Colonial Sterling Standard 

No. 1 No. 2 No. 3 

SE hi cake a cece $41.95 $37.35 $31. 91 

OS er ee 70.50 43. 7 30.53 

Utility (No. 4) 4/4 S2 or 4S RWRL....$21.43 

Sugar Pine 

Se.ects, S2 or 4S— 4/4RW 5/4RW 6/4RW 

Bamer.. Rk ...+ $69.03 $71.62 $71.91 

SS 47ers 66.22 67.85 64.57 

Raa 51.60 50.86 49.57 

— $28— No. 1 No. 2 No. 3 

ey er ee $37.90 $28.38 EES 

6/4 Se ee 37.03 29.15 $20.86 

ee 48.67 35.06 24.34 

Larch-Douglas Fir 

ET eS eT ree ere $25.02 

ESMRGOM, BOO. Te Be ec csccocccvoves 24.68 

Flooring vert. gr. C&Btr., 4 RL........ 45.06 

Dears, ee. S BE OF GR FES. cc cvcvcaces 22.21 











November 16, 1940 


THIS WEEK’S LUMBER PRICES 


NORTHERN HARDWOOD 


Following are prevailing quotations f.o.b. 
Wausau, Wis., on northern hardwoods: 


No.1 No.2 No.3 

Brown Ash— FAS Sel. Com. Com. Com. 
i, ee $70.00 $60.00 $45.00 $31.00 $21.00 
Serre 75.00 65.00 50.00 35.00 22.00 
|. ee 80.00 70.00 55.00 36.00 22.00 
at oa 85.00 75.00 58.00 40.00 23.00 
No.1 No.2 No.3 

Basswood— FAS Sel. Com. Com. Com 
ee $78.00 $68.00 $46.00 $30.00 $22.00 
|, eee 83.00 73.00 51.00 34.00 23.00 
6 eee 86.00 76.00 54.00 35.00 25.00 
eee 93.00 83.00 64.00 36.00 25.00 
eee 98.00 88.00 71.00 47.00 .... 

yA -103.00 93.00 76.00 52.00... 
We casuw aac 70.00 60.00 39.00 26.00 .... 
No.1 No.2 No.3 

Hard Maple— FAS _ Sel. Com. Com. Com 
EE Serersairees $77.00 $62.00 $49.00 $34.00 $18.00 
Me t.viwonce 80.00 65.00 54.00 37.00 20.00 
| Seer 83.00 68.00 57.00 38.00 20.00 
re 90.00 75.00 62.00 38.00 21.00 
ie 0.00 0 62.00 39.00 21.00 
ee 103.00 88.00 70.00 44.00 .... 
Pee -103.00 88.00 73.00 44.00  .... 
Sr 123.00 108.00 85.00 47.00 .... 
MEE. Wewvewen 123.00 108.00 85.00 47.00 .... 
BPO sitieeees 163.00 148. a os siwe aitins 
No. 2 No. 3 

Soft Elm— FAS uk % ‘sel. Com. Com 
PE “x07se ote ee $54.00 $44.00 $32.00 $22.00 
aa 57.00 47.00 34.00 23.00 
| ee 57.0 47.00 35.00 24.00 
| eee 60.00 50.00 36.00 24.00 
eer 63.00 53.00 38.00 Sate.s 
BE inetcmovase 68.00 58.00 43.00 saciwd 
No.1 No. 2 No. 3 

Rock Elm— FAS Com. Com Com 
OPO ves canwve $50.00 $32.00 $21.00 $20.00 
NY Sai atone 57.00 39.00 23.00 22.00 
5 ee 67.00 47.00 25.00 22.00 
|), ee 70.00 55.00 30.00 25.00 
eee 80.00 65.00 42.00 28.00 
SEO cécwsaees 90.00 75.00 47.00 30.00 
No.1 No.2 No.3 

Birch— FAS Sel. Com. Com. Com 
eee $93.00 $75.00 $51.00 $32.00 $20.00 
oS eer 98.00 80.00 59.00 39.00 21.00 
ree 100.00 82.00 65.00 45.00 21.00 
eee 100.00 88.00 75.00 50.00 22.00 
eee 102.00 92.00 77.00 50.00. .... 

Be sxiecccewte 105.00 95.00 82.00 55.00... 

 . eee 160.00 150.00 125.00 .... name 

SS SR 77.00 63.00 46.00 30.00... 

2 ee 80.00 66.00 ene 32.00 tx 
No. No. 2 No. 3 

Soft Maple— FAS Com. & ‘sel. Com. Com 
Bea ee $65.00 $45.00 $28.00 $20.00 
rere 70.00 50.00 32.00 21.00 
_ re 78.00 55.00 36.00 21.00 
We ren Swude 85.00 60.00 36.00 22.00 





DOUGLAS FIR 


Seattle, Wash., Nov. 9.—Current quotations 
f.o.b. mill on Douglas fir items in mixed cars 
ae rail shipments direct to the trade appear 

elow: 
Vertical Grain Flooring 


&btr. Cc D 

BRO 6cccaueeaatencee $47.00 $40.00 $33.00 
Flat Grain Flooring 

OO uistecewetoawwes $36.00 — 00 $31.00 

Be sisrwewrenees ee awe 41.00 0.00 31.00 

Drop Siding 
1x6 Pat. No. 106....$41.00 $40.00 $32.00 
1x6 Pat. No. 116.... 41.00 40.00 32.00 
Ceiling 

BO “icici care ccewns $35.00 $31.00 $22.00 

BE cca wecieowsweeeee 37.00 34.00 25.00 
Boards and Shiplap 

1x 1x8 1x10 1x12 

cS eee $26.00 $26.00 $25.00 $27.00 

_' gare? 22.00 22.00 21.00 21.00 

Se ee 15.00 15.00 15.00 15.00 

No. 1 Dimension 
12 14 16 18 * 

ee eee a8. 50 $25.50 $26.50 $26.50 $26.50 

2 eae 25.50 25.50 26.00 26.00 26.00 

ae 25.50 25.50 25.50 25.50 5.50 

MM covccess 26.50 26.50 27.00 27.00 27.00 

SEEM ciiscces 27.50 27.50 28.50 28.50 28.50 


No. 1 Rough and/or Surfaced Timbers 
4x4 to 4x12-inch planks 20 feet and 


aS i Pres et $24.00 
Gets BS Ft. BE SOLE... «ceive ccves - 21.50 
TORTS BO CO Be TOG 6 oc ccc cis cccacvess 23.50 
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ARKANSAS SOFT PINE 


Following are average sales prices, these 
f. o. b. mill figures being based on shortleaf 


weights, obtained by Arkansas Soft Pine 
mills during the week ended Nov. 9: 
Flooring 
Edge grain— 3-inch 4-inch 
re ee ere $70.00 $70.00 
eee ata eterno ale ew al ecko a Cae 60.00 57.00 
Flat grain— 
MEU, 5 i arsine a wasn sees 52.00 50.00 
SE a re ere sia s 46.00 46.00 
Me aie Sr icdatea beach eae nates 36.00 36.00 
Partition 
B&Better C 
Partition, Dx6 .ccccvaccene $53.00 $48.00 
Boston Partition, }4{x4...... 50.00 45.00 
Drop Siding, 1x6 
No. 117 No. 116 
Hametter cieaaisanch biceie aia sua teeta $53.00 $57.00 
sive leasie-\ican or eyrata satcdoos ibiaiss aati anecete nati 47.00 50.00 
D PR ae ern eter me, ye 36.00 36.00 


Casing, Base & Jambs 
8&4 6 8 10 
- $67.00 $72.00 $67.00 $67.00 $72.00 


B&better ... 
Mouldings 
Discount 
Ldated at $2 amd unG@et... ic. ssevass coves 40% 
ee ere re ee ere 35% 


Boards and Shiplap 
1x6 1x8 1x10 1x12 
*Boards, S48, No. 1.$46.00 $46.00 $50.00 $62.00 
or Shiplap No. 2. 34.00 35.00 35.00 40.00 


No. 3. 28.00 29.00 29.00 29.00 
Dimension, S848, 16-Foot 

0.1 No. 2 

Be Sits ov aver eloiai tacos oclery en nieral See $35.00 $33.00 
Mee odie os baal atv een alee 32.00 30.00 
Be UD ose. oe ere ave ererdiaetaie leis ioe amen 33.00 31.00 
DS ssimio ee ce Ve swodoes See eeeaawe 42.00 35.00 
PRE va: 4a WS ea ercane acdvacttae wiatans ee 47.00 37.00 

Lath, %x1%, 4-Foot 

Me Eee acre ea ein tp A aes a TR onan Oe $5.75 
Ee kas Ge etek eoeeaw eee nse eee ee eee 4.75 


*Applies to the new SPA grade of No. 1 
common, 





RED CEDAR SHINGLES 


Seattle, Wash., Nov. 9.—Average prices on 
red cedar shingles, f.o.b. mills, are: 


oyals 
TEE 86 56 o ws aie ec wae dda eleea ae $4.10 
PE SEE Cisse asia a otelorncea eee @ eelarke eee ep aerenend 2.60 
WENT sale a Sieg iat sav a Ne DIS Sem Aw eta e eek 1.60 
Perfections: 
CII 55 oicaveisns 6. oneney ade yanocenanevetengte chy tama ey 
EE | BEI 55: 8.660) 0s Wand Gras octane OSG yack eee 2.20 
Be SA's siete awa Mca s see ones $1.50-1.55 
XXXXX: 
BRU Pe sao a: vate 0s 0.86 45, 0 oa a a ae $3.00 
BO Se. 55 ad areca atainra elas a> Sree calomel 1.95 
aR OO Wpcare iv yim are) oneness Sabre s Sw ON ae 1.45 





SOUTHERN HARDWOODS 


Following are ranges of f. o. b. mill prices 
on rough, air dried southern hardwoods, from 
reports of sales made during the week 
ended Nov. 11. 





Qrtd. Red Gum Beech 
No. 1 & Sel.— Log Run— 
ie Sore hie & o, Se 28.00 
S. ee 42.00 | 5/4 ...... 31.00 
7, ee 42.25 Elm 
i eee 4.50 | No. 2 Com 
. Sap Gum 5 Se uaee ae 50@17. 50 
FA Plain Sycaumvure 
—,. a Aoattial AS— 
le eee 52 25@e3. 75 _ RARE 37.25 
re y No. 1 & Sel.— 
ee So.00 7. 2 ....%. 27.25 
No, 1 el.— No. 2 Com 
5, ee 35.00@40.25 | 4/4 ...... 15.25 
Ls ee 37.50 @38.25 Pecan 
i. re 38.00@40.50 | FAS— 
ee 43. | 53.00 @54.00 
ee 48.50 | 5/4 ......56.00@57.00 
Plain Sap Gum eee 58.00@59.50 
F 8/4 67.00 @68.00 
a GRABS 4 No. 1 el.— 
i oe 44.50@50.25 eae 29.50 
i. E No. 2 Com.— 
No. 1 & Sel.— a 18.00 
 e 28.00@31.75 | 5/4 ...... 18.50 
1. ee 32.50@34.50 ee 19.50 
‘7 — “ae wu.00 | S/4 .. 65. 20.00 
rtd. ac um Hackberr 
FAS— —- Run— r 
eee 50.00 | 4/4 ........ 23.00 
Plain Black Gum 5/4 6... 24.50 
FAS— OFS 46dalss 26.50 
ee 35.50 Cypress 
No. 1 & Sel.— F 
*) epee 28.00 , ee 87.00 @87.75 
No. 2 Com.— . ae 105.00 
OE iesecs 17.00 | Selects— _ 
Plain Red Oak — . .45.00@ 48.00 
AS— aa 57.50 
ih, eee 41.00 @ 46.00 8/4 70.50 
SO daaes 55.25@57.25 | No. 2° GCom.— : 
Plain Poplar | 6/4...... 27.00 
Saps & Selects— Mixed Hardwoods 
4/4 cece 53.25 | Dunnage— 
Gre cavscs 57.00 ae i seose 8.50@11.50 
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Current Market Review 


Placing of heavy additional contracts 
for Defense materials brought softwood 
bookings during the two weeks ended 
Nov. 2 to 46 percent above those for the 
corresponding period last year; but ship- 
ments ran ahead of the bookings, and pro- 
duction lagged both. The mills continue 
to have large order files, and their gross 
stocks are depleted to far below last 
year’s level, while production in the 
South and on the Coast is beginning to 
suffer handicaps from bad weather. The 
movement from the Pacific Northwest to 
the North Atlantic is handicapped by 
scarcity of bottoms and marine and mill 
strikes, but New England’s salvage pine 
is being released for Defense uses in the 
East, and Canada has been increasing its 
shipments of spruce to obtain needed ex- 
change. In the Northwest States and 
California, needs are large and growing, 
but movement of lumber is still greatly 
restricted by a coastwise marine strike; it 
is expected that when this is settled, the 
movement from the mills will reach great 
proportions. Large quantities of pine 
produced in the South are being used for 
Defense projects there. Consumption by 
industries and railroads and for housing 
supplemental to the Defense program has 
been increasing, but building of homes by 
owners or for sale or rent has been lag- 
ging because of price increases. Many 
are beginning to think, however, that De- 
fense construction instead of discouraging 
private building will encourage it because 
of new needs created, and it is believed 
that private local builders will be given 
opportunity to participate in the program 
to the full extent of their ability. But 
many distributors continue to hold back, 
at the end of the season, from buying the 
items that have advanced most in price 
because mill stocks and production for 
some time ahead have been covered by 
Government contracts. They have re- 
ports that the mills are accumulating 
items not needed for cantonment con- 
struction and that these are available in 
some instances at slightly easier prices, 
though Defense housing is likely to cut 
into stocks of them, but are holding off 
buying them in the hope that the primary 


framing and sheathing will be available in 
larger quantities as the rush of Defense 
purchasing is passed, and that their prices 
will get into line with those of uppers. 

Hardwoods bookings in the two weeks 
ended Nov. 2 were well ahead of ship- 
ments, and they in turn exceeded produc- 
tion. Output is likely soon to taper off 
seasonally, despite the efforts of mills to 
build up stocks of logs and lumber 
against winter sales. Demand from the 
ordinary building trades has declined sea- 
sonally, but its place is being taken by 
expansion in purchases for Defense hous- 
ing, and, with flooring plants booked well 
ahead, there has been another mark-up in 
their quotations. Some lower grade hard- 
wood is said to be selling to take the place 
of the softwood sheathing absorbed by 
cantonment orders, and there is an active 
and increasing demand for container. ma- 
terial. Furniture plants, now working on 
Defense contracts, are reported to be 
more actively in the hardwood market. 
The movement to the United Kingdom 
has shown some recent gain. 


Buys Fine Idaho Stand 


SPOKANE, WAsH., Nov. 9.—The purchase 
of 2,200 acres of white pine and other tim- 
ber in Clearwater County, Idaho, by the 
Diamond Match Co., from the Northern Pa- 
cific, was announced this week by John R. 
Gray, vice president and general manager 
of Diamond. The consideration was not 
named. The stand is on Breakfast and Isa- 
bella creeks, adjoins other holdings of the 
company, and is some of the best timber of 
the region. No immediate plans have been 
made for its logging. 


WEST COAST LOGS 


Seattle, Wash., Nov. 9.—Average prices 
of logs are as follows: 

Fir No. 1, $22-26; 9 2, $17- a9 No. 3, 
$12.00-13.50; Peelers, ‘No. $35; No. $28-29. 
S001 Shingle logs, 315-17. td logs, 

Hemlock: No. 2&3, $13.00. 


MAPLE FLOORING 


Northern maple flooring mills report the 
following average prices realized f.o.b. floor- 
ing mill basis, during the week ending 


Nov. 9 
First Third 
DEN 5345 6 Scclen mee $74.41 $52.00 











Second 
$67.54 





APPALACHIAN HARDWOODS 


Cleveland, Ohio, Nov. 12. 





Cleveland: 

Ash: 4/4 5/4 6/4 
aici ns Was oss $80.00 $85.00 $90.00 
Com. & Sel.. 55.00 60.00 65.00 

Plain White Oak: 
iy | eee 110.00 115.00 120.00 
No. 1 C.&S... 60.00 65.00 70.00 

Plain Red Oak: 

SRP 84.00 92.50 98.00 
No. 1 C.&S... 54.00 60.00 65.00 

Poplar: 
ee 92.00 98.00 94.50 
wal 1 C.&S... 57.00 59.50 62.00 
ee ere 72.00 74.50 74.50 
bt %- A Com. 42.00 48.00 48.00 

Basswood: 

7) 82.00 87.00 87.00 
9 1 C.&S8... 57.00 60.00 65.00 
2-A Com. 37.00 39.00 41.00 


Following are current prices on Appalachian hardwoods, f.0.b. 





8/4 10/4 12/4 16/4 
$95.00 $120.000 $130.00 $145.00 
70.00 90.00 100.00 120.00 
140.00 145.00 160.00 185.00 
715.00 90.00 100.00 120.00 
118.00 163.000 163.00 190.00 
70.00 90.00 100.00 120.00 
102.00 127.00 142.00 157.00 
69.50 82.00 97.00 115.00 
84.50 | Chestnut: 4/4 6/4 6/4 8/4 
55.00 | eee hb! iene 
No. 1 WHND 43.00 47.00 48.00 55.00 
No. 1 C&Btr. 
98.00 Sd. Winy. 41.00 43.00 43.00 48.00 
75.00 No. 2C&sd 
45,00 Wmy. ... 34.00 35.00 35.00 40.00 
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OBITUARY RECORD 








JOHN HENRY KIRBY, 79, one of the 
nation’s most prominent lumber chiefs 
and chairman of the board of the Kirby 
Lumber Corp., Houston, Tex., died No- 
vember 9 at his 
home in Houston. 

As president of 
the National Lum- 
ber Manufacturers’ 
Association from 
1917 to 1921 Mr. 
Kirby stimulated 
that organization, 
to become one of 
the most effective 
trade associations 
in the country. He 
was elected treas- 
urer of the same 
organization in 1925 
and again in 1927, 
and on his 75th 
birthday became an 
honorary member 
of its board for life. 
He was the active 
head of the South- 
ern Pine Associa- 
tion for a number 
of years. 

Mr. Kirby’s first 
interest in the lum- 
ber business oc- 
curred in the 1880's. 
He secured Eastern 
capital with which 
he started logging 
operations on the virgin timber of East- 
ern Texas. Later he moved to Houston 
and organized the Kirby Lumber Corp. 
with capital stock of $10,000,000 and re- 
puted assets of more than $40,000,000. 

Mr. Kirby’s natural gift for leadership 
was apparent at an early age. His educa- 
tional opportunities were limited but he 
studied law on his own initiative and was 
admitted to the bar in 1885. He soon 
recognized the possibilities in the nearby 
timber resources and ceased his law prac- 
tice to devote himself to their develop- 
ment. He built a 150 mile railroad, now 
a part of the Santa Fe system. 

Mr. Kirby, affectionately known to inti- 
mates as “the Governor” was a devoted 
patriot and was particularly loyal to the 
Constitution of the United States, the Bill 
of Rights and the American form of gov- 
ernment as framed by the country’s found- 
ing fathers. He was widely famed as an 
eloquent orator and usually had a part in 
the program of the lumber meetings he 
attended. He seldom let such an oppor- 
tunity pass without vigorous reference 
to the Constitution and the principles for 
which it stands. 

During the World War Mr. Kirby served 
on President Wilson’s council of national 
defense and in 1921 was chosen as a mem- 
ber of the President’s unemployment con- 
ference. He was well versed on tariff 
problems and was for a long time presi- 
dent of the Southern Tariff Association. 

His philanthropies were many but at 
his own request most of them went un- 
heralded. The magnetism of his person- 
ality the magnanimity of his spirit and his 
famous smile helped to win the host of 
friends in all walks of life who now mourn 
Mr. Kirby’s passing. 

Funeral services were held November 11 
in the Kirby home. Mr. Kirby is survived 
by his widow, two sisters, three grand- 
children and three great grandchildren. 





WALTER BROWN PARKER, 58, former 
spruce manufacturer in Maine died No- 
vember 10 at Portland, Me. For 14 years 
prior to 1923 Mr. Parker was vice presi- 
dent of the St. John Lumber Co., Van 
Buren, Me., of which his father, the late 
James W. Parker, was founder. For many 
years the St. John company operated the 
largest spruce mill in the Northeast. The 
plant is now owned by the Madawaska Co. 
Mr. Brown was chairman of the Portland 
chapter of the Red Cross, secretary-treas- 
urer and president of the Maine Automo- 
bile Association, and a past director of 
the First National Bank of Portland. Sur- 
viving are his widow, five children and 
his mother. 


MRS. GEORGE W. EARLE, 79, widow of 
the late Dr. G. W. Earle, pioneer Michigan 
lumberman, died November 1, at her home 
in Hermansville, Mich. She was married 
to Dr. Earle in 1888 and he later became 
president of the Wisconsin Land and Lum- 
ber Co. of Hermansville and the Wind 
River Lumber Co., Portland, Ore. Through 


his influence the town of Hermansville de- 
veloped and prospered. He died in 1923, 
age 74. Mrs. Earle is survived by two 
sons, both of whom are associated with 
the Wisconsin Land and Lumber Co. 
Seven grandchildren and one great grand- 
child also survive. 


D. CASH WILLIAMS, SR., 80, founder 
and former head of the Williams Lumber 
Co., manufacturers and retailers at Wilson, 
N. C., died November 2. When he was ac- 
tive in business Mr. Williams had a similar 
plant in Rocky Mount, N. C. He was one 
of the founders of Selbyville where, in his 
younger years, he also operated a lumber 
business. He is survived by three daugh- 
ters and three sons. One of the latter, D. 
C. Williams, Jr., is the present head of the 
Williams lumber interests in Wilson. 


J. C. FERGUSON, 41, prominent lum- 
berman in North Carolina and Alabama, 
died suddenly November 1 at his home in 
Clinton, N. C. Mr. Ferguson was the owner 
of the Hardwood Lumber Co., with head- 
quarters at Clinton and mills at Jackson- 
ville and Kenonsville, N. C. He had re- 
cently acquired the controlling interest 
in the North Carolina Lumber Co., Halls- 
boro, N. C. His previous association in 
the lumber business had been with Clar- 
ence Kirven. 


THOMAS F. HOWARTH, 77, vice presi- 
dent of the Simonds Saw & Steel Co., 
Fitchburg, Mass., died at his home in that 
city November 2. Mr. Howarth entered the 
employ of the Simonds firm in 1880 as an 
office boy and seven years later was sent 
to San Francisco to conduct the Western 
office of the company. He returned to the 
home office ten years later. Surviving are 
his widow, a daughter and one son. 


JAMES WILLIS REMBERT, 55, head of 
the Rembert Lumber Co., Jacksonville, 
Fla., died October 27 in a Jacksonville 
hospital. Mr. Rembert was well known 
in the lumber business having been agent 
for the Joyce-Watkins Co., the Frampton 
Co. and the Atlantic Coast Forwarding Co. 
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He belonged to the Woodmen of the World. 
Surviving are his widow, three children 
and three grandchildren. 


CHARLES HAMILTON SISSON, 74, for- 
mer lumberman and prominent figure at 
Potsdam, N. Y. was buried October 25. For 
a period of years he managed the Sherman 
Lumber Co. mill at Tupper Lake, N. Y., 
and later organized and operated the Ten- 
nessee Lumber & Coal Co., Cumberland, 
Tenn. The Racquette River Paper Co. was 
another of his interests. Mr. Sisson was 
mayor of Potsdam for two years. 


ROY BEITEL, 61, manager of the Star 
Lumber Co., San Antonio, Tex., died Octo- 
ber 17. Mr. Beitel was a member of a fam- 
ily which has been prominent in Texas 
lumber business for three generations. He 
was formerly a partner and manager of 
the Roy Beitel Lumber Co. The survivors 
include his widow, a sister and a brother. 


EZEKIEL WILLIAMS, 88, senior mem- 
ber of the firm of Williams & Suydam, 
Plainfield, N. J., dealers in lumber and 
mason materials, died November 4 at his 
Plainfield home after a long period of 
failing health. Surviving are two daugh- 
ters. 


CHARLES McFARLANE, 60, affiliated 
with McFarlane & Brown, San Francisco, 
Cal. lumber dealers died recently in that 
city. He first entered the lumber business 
in San Francisco with the Acme Lumber 
Co. in 1906. He is survived by his widow, 
a daughter and a brother. 


FRED W. WILKISON, 76, member of the 
Keel, Wilkison, Stronk Lumber Co., Twin 
Falls, Ida., died at his home October 28. 
He was also affiliated with a local hard- 
ware business. His widow and two sons 
survive. 


JOHN B. HENNING, 67, treasurer of the 
Newfane Lumber & Manufacturing Co., 
Newfane, N. Y. died suddenly November 2. 
He was prominent in a local church and 
several fraternal organizations. Surviv- 
ing are his widow and a son. 


LUCIUS B. McEWEN, 78, well known 
lumber dealer at Augusta, Ga., died October 
16. Surviving are his widow, eight daugh- 
ters and nine grandchildren. 


H. W. TROUT, president of the Trout 
Lumber Co., lumber manufacturers, at 
Douglasville, Ga., died November 5 follow- 
ing a short illness. 








THE BUSINESS RECORD 








New Ventures 


CALIFORNIA. Los Angeles—Central Build- 
ing Material Co. is the firm name under which 
Fred W. Young has obtained a certificate to 
conduct business at 750 East Sixty-first Street. 

MISSISSIPPI. Jackson—Hogue Lumber & 
Supply Co. started by J. C. Hogue, occupying 
the location of the former East Side Lumber 
Co., on Highway 49, in East Jackson. 

NORTH CAROLINA. Reidsville—Z. Griff 
Smith will establish a lumber busines here. 

OREGON. Glenwood—Blair Alderman and 
Ken Dodd are opening a lumber yard here. 

TEXAS, Orange—Jackson Lumber Co. has 
opened a new retail yard here. : 

Sanderson—Alamo Lumber Co. is establish- 
ing a yard here, handling lumber, paints, build- 
ers’ hardware etc. 

WASHINGTON. South Tacoma—Beck Lum- 
ber Co., a retail lumber yard dealing in all 
types of building material and cabinet work, 
has been opened by Edwin A. Beck and Carl 
Sund. 


New Mills and Equipment 


ARKANSAS. Augusta—The White River 
Milling Co. is building an $8,000 mill to replace 
the one recently destroyed by fire. 

CALIFORNIA. Broderick—State Box Co. is 
erecting a box factory here, to replace the 
plant recently destroyed by fire. Approximately 
$100,000 is being expended to replace the struc- 
ture and machinery. 

INDIANA. Converse—Miamicraft Co. has 
been organized by North York, to manufacture 
wooden toys. 

MICHIGAN. Rudyard—Rudyard Toy Wood 
Products Co., which will manufacture wooden 
toys, is a new industry recently organized here. 

OREGON. Empire—Cape Arago Lumber Co., 
a new corporation, will operate the former Em- 


pire Lumber Co. mill here, having purchased 
the mill property from the Menasha Wooden- 
ware Co. 

Molalla—It is reported that Mink & Pervine 
of Beavercreek have purchased the mill prop- 
erty formerly known as Slyter’s mill and are 
remodeling the plant and enlarging the pond. 

WASHINGTON. Vader——-W. C. Shermer will 
spend approximately $4,000 in expanding his 
lumber and tie mill. 

CANADA. ONTARIO. Port Arthur—The 
Northern Wood Preservers, Ltd., have installed 
a sawmill plant, with a capacity of 70,000 board 
feet per ten-hour shift. 


Business Changes 


ALABAMA. lLeeds—Leeds Lumber & Supply 
Co. succeeded by C. T. Daniel Lumber Co. 

CALIFORNIA. Richmond—tTilden Lumber 
Co. succeeded by Tilden-Forrest Lumber Co. 

FLORIDA. Jacksonville—Southern Container 
Corp. succeeded by Jax Container Co. 

GEORGIA. Coolidge—Singletary & Griffin 
succeeded by C. W. Singletary. 

ILLINOIS. Hopedale—Hopedale Lumber Co. 
changed name to Railsback Bros. 

MISSISSIPPI. Waynesboro—Rhymes Veneer 
& Lumber Co, succeeded by Wayne Veneer & 
Lumber Co. 

MISSOURI. Caruthersville—T. M. Culdwell 
Lumber Co. sold to S. V. Christian, of Jackson, 
Tenn. 

NEBRASKA. Arnold—Community Lumber & 
Supply Co. succeeded here by Community Lum- 
ber & Implement Co. 

Cedar Rapids—Community Lumber & Supply 
Co. succeeded by Community Lumber & Coal 
Co., Inc. 

NEW YCRK. Brooklyn—Kings County Mill- 
work Corp. changed name to Westchester 
oe Co. and moved to White Plains, 


OREGON. Eugene—Aberdeen Plywood Co. 
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changed name to Eugene Plywood Co. 
Lebanon—Grove Lumber Co. succeeded by 
Nylund Lumber Co. 


TEXAS. Fort Davis—Union Trading Co. suc- 
ceeded by Morriss & McWhorter. 

Fort Worth—James G. Bagley succeeded by 
Texas Planing Mill & Lumber Co. 

Mineola—W. W. Moody succeeded by A. L. 
Moody Lumber Co. 

San Antonio—Pioneer Lumber Co. succeeded 
by Sam Bassett Lumber Co., 925 Fredericks- 
burg Road. 

San Saba—Nored-Sullivan Lumber Co. suc- 
ceeded by Sullivan Lumber Co. 

Seagraves—M. P. Wilson Lumber Co. incorpo- 
rated as Scott-Wilson Lumber Co.; will expand 
business to include branch yards in Levelland 
and Sundown. 


WASHINGTON. Edmonds—Edmonds_ Build- 
ers Supply succeeded by Stevens Lumber Co. 

Kittitas—Stevens Lumber Co. succeeded by 
Potlatch Yards, Inc. 


Incorporations 


CALIFORNIA. Los Angeles—Pacific Ply- 
woods, Inc.; $25,000. Directors are: Don F. 
Tyler, of South Pasadena; Florence Earight, 
Los Angeles, and O. K. Fleming, Los Angeles. 


MICHIGAN. Ewen—Ewen Lumber Co.; $50,- 
000. To buy and sell lumber. 
Niles—Wayne Lumber Co.; building materials. 


NORTH CAROLINA. West Jefferson—The 
Barr Lumber Co.; to deal in lumber. 


OREGON. Empire—Cape Arago Lumber Co.; 
Al Langrell is president; Julius Swanson, vice 
president; and Norman E. Johnson, secretary- 
treasurer. 


TEXAS. Fort Worth—Chickashaw Lumber 
Co.; $300,000. Manufacturing. Incorporators: 
L. A. Henderson, C. E. Sykes, W. B. Henderson. 


VIRGINIA. Hampton—L. S. Ranhorne, Inc.; 
$25,000. To deal in building supplies. 

Waverly—Sussex Lumber Co., Inc.; $15,000. 
Sawmill proprietors, timber and lumber dealers. 

King William County (P. O. address, West 
Point, Va.)—Pamunkey River Lumber Corp. 

Williamsburg—Williamsburg Millwork Corp.; 
$50,000. To deal in timber and building ma- 
terials. 


Casualties 


CALIFORNIA, Burney—Scott Lumber Co. had 
six dry kilns destroyed by fire, with loss esti- 
mated at $25,000. Nearby buildings and lumber 
saved. 


MASSACHUSETTS. Southbridge — E. G. 
Walker Lumber Co. and Atlas Plywood Co., 
affiliated concerns, had four large frame build- 
ings destroyed by fire, with loss in excess of 
$35,000. Only the office building was saved. 


MISSOURI. West Plains—J. I. Laswell and 
son, Lee, had planing mill, office building, dry 
kiln, storage building, bunk house and some 
finished lumber destroyed by fire; sawmill and 
some rough and finished lumber saved. No in- 
surance. 


OHIO, Piqua—J. A. Shade Lumber Co. plan- 
ing mill destroyed by fire, with loss estimated 
at $20,000; a dry kiln at the adjoining Anchor 
Manufacturing Co. was also destroyed. Loss 
covered by insurance. The planing will was 
not located at the headquarters of the Shade 
company. 





Association Has Headquar- 
ters in Famous Mansion 


WasHincTon, D. C., Nov. 12.—The 
National Paint, Varnish and Lacquer Asso- 
ciation has just moved into its new head- 
quarters, 1500 Rhode Island Avenue, N. W., 
the well-known Morton Mansion just off 
Scott Circle on 16th street. 1500 Rhode 
Island Avenue is noted as a residence of 
Levi P. Morton, famous financier who was 
Ambassador to France, later Vice-President 
under Benjamin Harrison. Gardiner Greene 
Hubbard, founder of the National Geo- 
graphic Society, built the house in 1888 for 
his daughter, who married Alexander Gra- 
ham Bell. Morton purchased 1500 from 
Alexander Graham Bell. Many nationally 
known people have leased this house at vari- 
ous times. 

The paint association has great regard 
for the tradition represented by the mansion, 
and is doing everything possible to retain 
and emphasize its great architectural beauty. 
It is felt that the mansion serves as a per- 
fect setting for the headquarters of an indus- 
try that represents color and beauty. 





CLASSIFIED 


ADVERTISING 
DEPARTMENT 





How to Figure Costs for Advertising 
In Classified Department 


One issue .............2+200020--.38 cents a line 
Two consecutive issues...........55 cents a line 
Three consecutive issues..........75 cents a line 
Four consecutive issues...........90 cents a line 
Thirteen consecutive issues...........$2.70 a line 
Twenty-six consecutive issues........$5.40 a line 


Seven words of ordinary length make 
one line. 


Count in the _ signature. 
counts as two lines. 

No display except the heading is 
permitted. 


Extra white space figured at line 
rate. 


One inch space advertisement is 
equal to twelve lines. 


Remittance to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 


Heading 











Too Late To Classify 


CARPENTER APRONS 


Write for samples and prices. 
THE MINNESOTA SPECIALTY CoO., Inc. 
Minneapolis, Minn. 








Wanted -- Salesmen 


WANTED—COMMISSION SALESMEN 


If you work a given territory intensively, and do 
not try to sell everybody’s lumber, we would sug- 
gest that you answer this advertisement. Our 
production is yellow pine, 100% K.D.; location, 
Arkansas, complete plants, practice Forest Man- 
agement working up to perpetual operation. Out- 
line briefly the territory you cover which you would 
expect to be protected. 
Address “H. 67," care American Lumberman. 








WANTED 


By well financed Southern wholesaler specializing 
in Yellow Pine and West Coast products, Sales 
Manager with mill and sales connections. Will 
make producer attractive proposition. 

Address ‘‘H. 76,’’ care American Lumberman. 


SALES MANAGER AND 2 SALESMEN 
Guild training preferred; for central New Jersey 
lumber and material yard. 

Address “‘H. 95,” care American Lumberman. 
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WANTED 


Employees 


COMPLETE BOOKKEEPING SYSTEM 


Want someone, practical dealer preferred, to show 
me how to install and operate a Complete Book- 
keeping System. Include samples of all necessary 
forms for an average Lumber and Building Mate- 
rial yard doing $60,000 to $75,000 annually. Suit- 
able compensation as agreed upon. 

Address ‘J. 28,’’ care American Lumberman. 


SHOP FOREMAN AND DRAFTSMAN 


We want a working Shop Foreman for a small 
shop doing approximately $5000 business per 
month, principally in odd doors, sash, frames, 
stairways, interior residential trim, and so forth. 
Must be thoroughly experienced and reliable. Ad- 
vise wage exnected. Permanent iob. Also want 
experienced SHOP DETAIL DRAFTSMAN. 
GRAYSON LUMBER COMPANY, 
Birmingham, Alabama. 




















YOUNG MAN—EXPERIENCED 


In all phases of retail lumber and building mate- 
rial business; must be a good salesman. Large yard 
located in a Missouri city of 80,000. State quvalifi- 
cations, age, married or single, references and sal- 
ary expected. 

Address ‘J. 49," care American Lumberman. 


YOUNG MAN EXP’D IN RETAIL LBR. BUS. 
For estimating, architectural and package selling, 
and with knowledge of financing. 

Address “H. 96,” care American Lumberman. 


WANTED 
Experienced hardwood lumber inspector for perma- 
nent position. Give age, experience & references. 
Addvess “H. 83,’ care American Lumberman. 


SAWYER WANTED 
Sawyer for Circular Sawmill, permanently located 
in town, and steady, year around work. Write 
J. HUMMEL, MILLVILLE, PENNA. 














Employment 


HARDWOOD LUMBER INSPECTOR 


With five years’ experience NHLA rules. Forestry 
education and experience. Desire change, Pennsyl- 
vania preferred. 

Address “J, 41,” care American Lumberman. 


A-1 BAND SAW FILER 


Wants position in any size mill or box factory. 
Address ‘J. 42,” care American Lumberman. 


BUYER AND INSPECTOR 


Eleven years experience on Hard and Soft Woods, 
also Cross Ties. Excellent refs. Report at once. 
Address ‘J. 52," care American Lumberman. 


EXPERIENCED BOOKKEEPER 


Capable of handling payrolls, cost sheets and finan- 
cial statements, would like to contact responsible 
manufacturer in the Southern or Western states. 
I am only interested in a position where a young 
progressive man is needed and where merit is con- 
sidered in promotion. I am willing to make a 
small cash investment of good faith if necessary. 
Address ‘“‘H. 49,” care American Lumberman. 


WANTED: POSITION AS BOOKKEEPER 


Twenty years general office, taxes and adjusting. 
Pleasant personality, 43, excellent health, unques- 
tionable character. Good on detail. Give orders, 
take ’em. Your interests my interests. 

Address “H. 51,’’ care American Lumberman. 




















SALESMEN WHO CAN SELL ANY OR ALL 


Branches of the lumber industry, including indus- 
trial accounts. Revolutionary new invention, placed 
on free trial, sells itself. Spectacular two-minute 
demonstration. Orders financed by factory. Men 


‘earning as high as $100-$200 a week. Sideline or 


full time. Experience unnecessary. Protected terri- 
tory still available. FREE DEMONSTRATOR OF- 
FER. Sales-manager, 2440 Lincoln Ave., Dept. 
R643, Chicago. 





DO YOU WANT EMPLOYEES 


Write an advertisement; send it to the 
paper that reaches the people. We can 
help you. AMERICAN LUMBERMAN, 
431 S. Dearborn St., Chicago, Ill. 


INSIDE SALESMAN, YOUNG MAN 


With knowledge of building materials, for order 
desk. Ability to list materials for repair work, 
garages, etc. Large yard in Eastern Michigan 
industrial city. Apply in own handwriting. 
Address “J. 40,’ care American Lumberman. 








LUMBER BUYER 


With 15 yrs. experience purchasing Canadian lum- 
ber, Pine, Spruce, Hemlock, Fir, Cedar, Hard- 
woods, Vancouver to Halifax, seeks permanent po- 
sition as Canadian Buyer with AMERICAN firm, 
purchasing this class of lumber in Canada. Write 
P. O. Box 84, Station B, Montreal, Canada. 





EXPERIENCED RETAIL OUTSIDE SALESMAN 


Wants position in brisk building area on partial 
commission basis. Age 42. Now employed. 
Address ‘“‘J. 35,’’ care American Lumberman. 


WHOLESALE LUMBER OR MILLWORK LINE 


Exverienced salesman wants opportunity to sell 
either or both of above lines. A producer. Middle 
age, good record. 

Address “‘H. 69,’ care American Lumberman. 


WANTED POSITION 
As Plant Superintendent or Saw Mill Foreman. 
Present location cutting out. 
Address “H. 64,’’ care American Lumberman. 














WANTED 











Employment 


DRAFTSMAN, ESTIMATOR, SUPERVISOR 


Now employed, desires larger opportunity. General 
contracting exp. Get the most from employees; 
creative savings in operating costs. Technical 
education in Civil Engineering & Business Manage- 
ment. 
Address ‘J. Lumberman. 


47,"" care American 





SUPERINTENDENT & DRAFTSMAN MILLWORK 
20 yrs. exp., 17 yrs. in charge of planing mill also 
detailing and billing into mill: age 40. 

Address ‘J. 48," care American Lumberman. 





SPECIAL MILLWORK MANAGER 


Sales, Estimating “CBA,” Detailing, Purchasing, 
Cost Accounting; 25 years experience, Government 
and private work; desirous of change. 

Address “H. 92,’’ care American Lumberman. 





MILLWORK ESTIMATOR, DETAILER, 


CBA graduate, thoroughly reliable. Excellent rec- 
ord. Married, middle aged. Wishes to become as- 
sociated with high grade firm. 

Address ‘‘H. 100,"" care American Lumberman. 





POSITION WANTED AS YARD MANAGER OR 

Lumber Salesman on road. Managed yard for 25 

yrs.; also 4 yrs. exp. on road. Age 54, married. 
Address “H. 85,” care American Lumberman. 





SALESMANAGER-ACCOUNTANT 
Now doing both successfully for a band mill, 
wants change. Experienced stump to consumer. 
Address “J. 30,’ care American Lumberman. 
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FOR SALE 
ee. 


BIG BUILDING DAYS AHEAD 


Owing to ill health and some dissention among 
principal stockholders a very fine small Missis- 
sippi Pine operation, fully equipped, well and 
favorably known to retailers and industrials is 
for sale. Now operating at full capacity with 
lumber and orders on hand. If ably financed and 
interested in acquiring full control, give complete 
references, etc. 

Address ‘‘H. 











77,” care American Lumberman. 





YELLOW PINE SAW MILL, REMANUFACTUR- 
ING AND PLANING MILL OPERATION 


Complete and modern, together with 3,000,000 ft. 
timber, 2,500,000 ft. lumber inventory. Plant lo- 
cated central Mississippi, IC tracks. Plentiful sup- 
ply additional timber available. Sale price $90,000. 
Strictly merited proposition and money maker. De- 
tails on request. Don’t write unless you have at 
least half cash available. 
Address “J. 29,’’ care American Lumberman. 





FOR SALE 
Retail Lumber Yards 


SO. CALIFORNIA LBR. YDS. FOR SALE 


Advise amount investment wanted. TWOHY LUM- 
RER CO., Pet. Sec. Bldg., Los Angeles, Lumber 
Yard Brokers for over a quarter of a Century. 


FOR SALE 


Five yards. Good rural communities 
Owner wishes to quit business. 
Address “H. 84,” care American Lumberman. 


FOR SALE—LUMBER YARD 
In four-yard town in Iowa. Established 


years. Terms to sui 
Omaha, Nebraska. 














in Illinois. 





thirty 
it. 
Address: 110 N. 54th St., 





AN INTEREST IN SMALL RETAIL YARD 
Good location in a good city & farming district. 
West Central Illinois. Investment required $2,000.00 
to $5.000.00. 

Address ‘‘H. 99,” care American Lumberman. 





A GOOD LUMBER BUSINESS 


In a good locality, with increasing sales, needs 
additional help and some capital. The right man, 
with experience and some money, can get a good 
opening and opportunity of complete charge. 
Address “J. 32,” care American Lumberman. 


A WELL-ESTABLISHED RETAIL 


LUMBER AND MATERIAL YARD in Southern 
Illinois. Good opportunity for a hustler. Wish to 
sell because of age. Can arrange finances to suit 
purchaser. 


Address ‘J. 45," care American Lumberman. 





HARDWARE, LUMBER & MATERIAL 


Business, and property. Est. in 1871. Only lumber 
yard in town. Fine location for LINE YARD. Do- 
ing a good business, and always has. Only entrance 
over Rock River to City of Rock Island from 
south. 

Address C. H. DIBBERN & SON, Milan, III. 





EXPERIENCED IN ALL PHASES RETAIL 


yard operation and residential contracting. Age 42. 
Employed. Wants change that includes profit shar- 
ing, personnel control and location with sufficiently 
large volume possibilities to warrant use of modern 
sales methods. 

Address “J. 36,’ care American Lumberman. 





Lumber and Dimension 


A DEPENDABLE DETROIT, MICH. FIRM 
For the past 24 years, would like lists of reliable 
Sugar Pine Mill for Southern Michigan. 

Address “J. 50,” care American Lumberman. 





SPOT CASH 
For salvage lumber in carloads. 
Address “J. 38," care American Lumberman. 





RELIABLE YARD WANTS 


Anything in shorts in yard or shed stock. 
Address ‘J. 37,” care American Lumberman. 


Used Machinery 


6-FT. RIGHT HAND BAND MILL 
To carry 10” saws, with 3 or 4-block Carriage, 
opening 42” or wider; Roll Stretcher, Lap Grinder. 
Would buy complete Mill at attractive price. 
Describe fully, make, condition, equipment fur- 
nished, location and best price in first letter. 
Address ‘J. 39," care American Lumberman. 


BELT WANTED 


18 to 24” wide, 80 feet or more long. 








, 6 or 8 ply, 
Ww rite 
A. J. 


HUMMEL—MILLVILLE, PENNA. 





CIRCULAR RESAW MACHINE 
Fischer Slab Resaw, Light Planer & Matcher, 
Mereen Handhold Cutter and Recesser. 
Address ‘J. 46,’’ care American Lumberman. 





WANTED: TIMBER SIZER 16” x 16” 


Address A. P. HOPKINS, Care Tennessee Eastman 
Corporation, Kingsport, Tennessee. 


Steel Rails 


RAILS WANTED. ANY SIZE OR QUANTITY 


Particularly 20 lb., 25 Ib., 30 lb. and 40 lb. Secure 
a price soteve gelling. MIDWEST STEEL CORP., 
arleston, Va. 





ITI 





Lumber and Dimension 


10,000,000 FEET OF TIMBER 
SOUND, SEASONED 12x 12s; 
ALSO OTHER SIZES 
EARL H. GRAFF 


4600 South Halsted Street, 
Chicago, Illinois 





SELL YOUR LUMBER 

In Northeastern Michigan. Personal 
representation. 

Address ‘J. 44,” 


responsible 


care American Lumberman. 





ROUND AND SAWN LOCUST 


For sale 
PENNA. LUMBER & POST COMPANY, INC 
HYNDMAN, PENNA. 


H. MAPLE & BASSWOOD 


Want orders for sawing high quality white Maple 
and Basswood. Prefer ship green from saw now 
producing up to 16/4 Wisconsin stock. 

Address ‘J. 51,” care American Lumberman. 


Retail Lumber Yards 


LUMBER YARD IN ARIZONA TOWN 


Of 3,009 population. Only yard in good college 
town. Exceptionally well located and good opera- 
tion record. Good reason for selling. 

Address “H. 89,” care American Lumberman. 











LUMBER YARD IN CENTRAL MASSACHUSETTS 


Town of approximately 7,000, population of 150,- 
000 within ten mile radius. Fully equipped, first- 
class cond., brick building, wood storage sheds. 
well lighted, sprinklered. Doing $75,000 a year. 
Address “G. 61,” care American Lumberman. 





WHY WAIT WHEN YOU WANT SOME fHING? 


When you want a new stock of lumber or shingles, 
new or second-hand machinery; engines, boilers, 
electrical machinery, locomotives, cars, rails, busi- 
ness opportunity, timber and timber lands, or any- 
thing used in the lumber industry, you can get it at 
a small cost by —. in the American Lum- 
berman, 431 S. Dearborn St., Chicago. 
Address “S. 50." care American Lumberman. 

Chicago, Il. 





$10,000 DOWN PAYMENT 


Buys well established lumber yard. Balance 10% 
of the sale with 3% interest. Owner seeks retire- 
ment. Located near Scranton, Pa. 


Address ‘J. 43,’’ care American Lumberman. 





RETAIL LUMBER & COAL YARD 


In business for 33 vears, with old established lines. 
Excellent location in heart of the Blue Grass. All 
necessary eaninment with planing mill. 

LEE SMOCK CoO., INC., Harrodsburg, Ky. 





Timber and Timber Lands 


7,000 ACRES OAK TIMBERLAND IN 
Appalachian Mt. sect. Approx. 36,000.000’ mostly 
white oak. Offered at cost about $5.00 per M for 
oak alone; considerable other timber & land in fee 


included. 
Carl R. Harrison, 902 Hanna Bldg., Cleveland, O. 





WANT TO SELL YOUR TIMBER OR 


Timber land? The best way to find a 
buyer is to advertise in the paper that 
reaches the buyers of timber and tim- 
ber lands. THE AMERICAN LUM- 
BERMAN is the best paper to adver- 
tise in when you want to sell. Our read- 
ers are buyers. AMERICAN LUMBER- 
MAN, 431 S. Dearborn St., Chicago, Ill. 





FRED C. KNAPP. Portland, Ore. 
Buys and Sells 


WESTERN TIMBER LANDS 


Trucks and Tractors 


FOR SALE 
Approximately 300 2-wheet Lumber Buggies, $2.00 
each f.o.b. cars Milwaukee. 
KIECKHEFER BOX & LBR. CO., Milwaukee, Wis. 








Locomotives and Cars 


FOR SALE 


30-Ton S/G LIMA GASOLINE, 0-4-0 
SWG. LOCO. NEW 1931, GOOD COND. 
ROLLER BEARING. Immed. delivery. 
SEND US YOUR INQUIRIES FOR 

KIND OF LOCOMOTIVES. 
IRON & STEEL PRODUCTS, INC. 

13424 S. Brainard Ave. 
Chicago, Ill. 

“Anything containing IRON or STEEL” 





HAVE YOU SOMETHING TO SELL? 


Advertise in the Wanted and For Sale 
department when you want to sell 
something in the lumber industry. 
AMERICAN LUMBERMAN, 431 5S. 
Dearborn St., Chicago, Ill. 








